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N.Y. SUBURBAN ASS'N 
TO HOLD ITS CONVENTION 
HERE AT END OF MONTH 


Locals Think General Agents Are 
Shown Favoritism In Eight 
Counties 
WILL DISCUSS COMMISSIONS 
Allege That General Agents Are 


Branch Office Managers Who 
Write Policies 








The Suburban New York Association 
of Local Agents, Inc., organized in Janu- 
ary and having a membership of about 
150, is all set for its first annual con- 
vention which will be held at the Hotel 
Astor on April 30. There will be a 
morning and an afternoon session; also 
a luncheon. Some prominent men in the 
business will address the organization. 

The Suburban New York Association 
of Local Agents, Inc., was formed in the 
belief that the suburban territory about 
New York has problems which have been 
neglected by the state association of in- 
surance agents. It will be a co-operating 
body with the state association, however. 
Its membership is drawn from eight sub- 
urban counties. James L. Brownlee, Jr., 
of Flushing, L. I., is president; William 
B. Dickinson, Elmhurst, L. I., first vice- 
president; Alfred C. Edwards, Sayville, 
L. L, second vice-president. The secre- 
tary-treasurer is Charles J. Schoen, 
Mount Vernon. There are fifteen direc- 
tors, 

Principal Grievance 

The principal grievance that the sub- 
urban agents have is against the general 
agency system as it is operated in the 
suburban New York territory. There are 
fifty-one general agents and the officers 
of the Suburban New York Association 
of Local Agents allege that the general 
agents are really branch office managers 
of companies; that they write policies; 
and that favoritism is shown them in 
the matter of commissions. 

The Suburban New York Association 
of Local Agents is making a survey of 
conditions in the suburban area and will 
also review all new appointments. In 
all there are about 2,200 agents in the 
area. The charge is also made that there 
are many agents in the district who are 
not qualified; that some of them are 
he New York brokers masquerading 

agents, giving fictitious addresses “or 
hav’ ing their offices in their homes or 
their hats.” 

In discussing the April 30 caeeNiag and 
the association President Brownlee said: 

“We are working hand-in-hand with 
the New York state association of in- 
surance agents which is affiliated with 
the National Association of Insurance 


(Continued on Page 32) 




















PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A Corporation which has stood the test 
of time! 149 years of successful business 
Operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 
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PHOENIX 


Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 









































SERVICE 
COMMISSIONS 


That is a designation for renewal commissions which 
lately is being advocated as an accurate description vf 
continuing commissions. An Agent, having received a 
first year’s commission, should not receive renewal 
commissions, throughout a term of years, for which he 
has rendered no service to the policyholder and, col- 
laterally, to his company by the minimizing of lapsation. 


The policyholder is the Agent’s client. The relation 
of Agent to client, everybody agrees, should be a service 
one. Too often the existing policyholder is slighted, the 
agent preferring to take the immediate gain of first 
year’s commissions to the distributed profit of renewals 
on his old business. The Agent who conscientiously 
gives service will find that Service Commissions pay 
him far more than Renewal Commissions pay the Agent 
who sells and passes on—an inefficient type of work- 
manship. 


In the presentday raising of business standards in 
life insurance, continuing service is bound to be more 
and more emphasized. 


WM. A. LAW, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 
J. V. E. Westfall, Vice President 


THE PENN MUTUAL LIFE INSURANCE CO. 
PHILADELPHIA 


Independence Square Founded 1847 

















MISSOURI COMMISSIONER'S 
BARRING DORSEY COMPANIES 


CAME AS BIG SURPRISE 


Commissioners Had Decided At 
Richmond Hearing To Hold 
Up Security Report 


HITCH ON STOCK VALUES 


Security Life and Inter-Southern 
Held Impaired on Department 
Valuations 








Following a two days’ meeting in Rich- 
mond of a special convention examina- 
tion committee, representing Illinois, 
Michigan, Kentucky, Tennessee and Vir- 
ginia, at which there was considered a 
report on the condition of the Security 
Life of Chicago, and which wound up 
with a statement that the committee 
would hold another hearing, Superin- 
tendent Thompson of Missouri threw a 
bombshell by giving out a statement in 
St. Louis for Sunday newspapers in 
which he said he had ordered the Se- 
curity Life and Inter-Southern Life to 
stop writing business in Missouri. He 
also notified agents of the companies 
that the licenses of the companies for 
1931 would not be renewed in Missouri. 

Superintendent Thompson based his 
action upon the annual statements filed 
with the Departments, claiming that the 
capital, surplus and reserves of the com- 
panies were impaired when the Depart- 
ment’s valuations of the stock holdings 


of the companies were applied to their 
statements. 


Those at Richmond Hearing 


All those who attended the Richmond 
meeting were amazed when they heard 
of Superintendent Thompson’s action, 
the first news of which they read in daily 
newspapers. The Richmond meeting was 
called to give the Security Life an op- 
portunity to hear the report of the ex- 
aminers, the report having been made by 
S. H. & Lee J. Wolfe, who had been 
retained by the Virginia department. It 
was written by William M. Corcoran of 
the Wolfe office. 

Among those representing the Dorsey 
interests were M. J. Dorsey, president; 
C. E. Johnson, vice- -president; Harry C. 
Tressel, secretary; Olaf A. Olson of Bull, 
Lytton & Olson, counsel for the com- 
pany; also O. B. Ryon, former general 
counsel of the National Board of Fire 
Underwriters; Actuary Haight of Indi- 
anapolis, and a member of the Froggatt 
accounting firm. A. S. Caldwell of Ten- 
nessee presided, other commissioners 
present being Hanson of Illinois, Living- 
ston of Michigan and Allin of Kentucky. 
James D. Reeder, actuary, represented 
Commissioner Boney of North Carolina. 


Wide Spread in Value Put on Stock 
A brief forty pages long was filed with 


the committee by the Security. 
It is understood that the spread be- 


(Continued on Page 4) 
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SUM AND SUBSTANCE 


(A Quotation From R. & R. Service) 


OW IS THE LIFE INSURANCE BUSINESS? 


If the recent swing downward, which fortunately is moving into a swing 
upward, did nothing else for life insurance, it laid bare the importance of self- 


organization and of agency organization. 


One agent finds business great. He is busy all day long, bringing in a fine pro- 
duction week after week. Another agent finds business terrible. No matter 


where he goes he meets the same stone wall of opposition. 


One agency doesn’t know a depression has existed; business is fine; production 
‘is reaching new totals. Everyone is happy, everyone is making money. 
Another agency finds business terrible, and the morale of the entire organiza- 


tion sinks to lower and lower levels as days go by. 


What makes the difference? Of course a thousand factors enter into the picture 
but probably at the heart of the whole problem lies a profound difference in 
organization. Excess effort alone is not sufficient to win today’s battle, but 
excess effort, which is planned, which rests upon solid foundations, which is 


intelligently directed, is winning today as it always has won. 


The present business cycle, in dramatic fashion and ofttimes in painful fashion, 
has driven home the lesson that organization of time, of self, of effort, of plans, 
of goals, is still the big essential. 


All the above is verbatim from R & R System. It is selected 
because we believe it comes closer to hitting the nail on the 
head than any idea of our own. It is particularly appropriate 
to our own status with a 16% gain over last year’s business, 


and our expansion program, and most emphatically of .. . 


—Organized Service— 


Growth is the Only Sign of Life 


THE KEANE-PATTERSON AGENCY 


225 WEST 34TH ST., NEW YORK CITY CHickering 4-2384 


Leyendecker Branch, John Street Branch, White Plains Branch, 
225 Broadway 60 John Street 226 Main Street 
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GETTING Out iz the OPEN On 
‘TRUST COMPANY 


By Fred P. McKenzie, 
Assistant Trust Officer, City Bank 
Farmers Trust Co., New York 


insurance trust business, from a 
comparatively insignificant volume a 
few years ago to the impressive total 
of approximately $1,500,000,000 last year, 
has not been achieved without some evi- 
dences of growing pains. That perfect 
co-ordination of the trust representative 
and the life underwriter for the best in- 
terests of the maker of the trust is doubt- 
less still an ideal to be attained but both 
groups have traveled a long way along 
the road of improvement since the days 
when it was commonly thought that the 
interests of the trust company and the 
life insurance company were antagonistic. 
An enjoyable period of contact with 
most of the leading life insurance pro- 
ducers of the country has placed me in 
a position to get an intimate knowledge 
of the point of view of these life under- 
writers on trust company-insurance co- 
operation. Is it working out satisfactor- 
ily? If these are snags in present prac- 
tices, what are they? Are life insurance 
people sold on the trust company? What 
are the big writers of life insurance tell- 
ing their clients about trust service, any- 
way ? 

I feel sufficiently well acquainted with 
many of the leading life underwriters to 
ask them to tell me frankly how much 
they are sold on the claims for the trust 
company service and what, if anything, 
is wrong, in their opinion, with present 
conditions and practices. I wrote a num- 
ber of these men to this effect and also 
asked the same question of a few well 
known insurance company executives. 
The information gleaned from the re- 
plies gives, I believe, a composite pic- 
ture of the life insurance mind on the 
subject of insurance trust practice of to- 
day. If any considerable body of life 
underwriters holds views about trust 
service inconsistent with a harmonious 
growth toward better co-operation be- 
tween the two groups, these should be 
brought out into the open and discussed. 

We are all familiar with the pleasant 
platitudes about this co-operation. I 
wanted to get at the real views of life 
underwriters so the replies were in con- 
fidence and no contributor will be identi- 
fied. Each one is an outstanding life 
underwriter or company executive, well 
qualified by personal experience to ex- 
press views on the subject. Most of 
them have contributed heavily toward 
the volume of life insurance trust busi- 
ness. 


‘| ine amazing development of life 


Each Has Distinct Field 


One of the most significant conclusions 
of this group might be expressed as fol- 
lows: 


It must be made increasingly clear 
that the trust representative and the 
life underwriter each has a distinct field. 
Each must function within his field and 
not otherwise. A too general crossing 
of the lines of demarcation, over-activity 
by one in the field of the other, will 
force to the front the question of the 
participation in commissions or fees in 
connection with insurance placed or 
trusts created. 

Tied up to this general question are 
a number of corollary ones. How far 
should a trust company be expected to 
go in assisting the life underwriter to 


land his prospect? Every trust repre- 
sentative has at some time felt in indi- 
vidual cases that the limit had been 
reached. The answer of the life insur- 
ance fraternity to tkis is that the trust 
companies have the advantage of the 
vast army of life insurance agents selling 
the public the idea of making wills, trus- 
teeing of their estates and generally us- 
ing the trust company services. This, 
many of them think, more than balances 
the account. 


There is the more serious matter of 
the trust representative making definite 
recommendations about life insurance. 
This might be the soundest advice but 
it may be, nevertheless, dangerous com- 
ing from the trust representative. There 
is a temptation for the trust representa- 
tive to recommend certain changes in 
the life insurance of a trust prospect to 
the advantage of the bank, such as the 
surrender of existing insurance or re- 
placement in another form. There have 
been a few—hapnily very few—instances 
of such unfortunate excess of zeal on 
the part of the trust representative. 
These cases have always reacted very 
unfavorably on the trust company. 


Settlement Options and Trust Service 


Another matter on which there seems 
to be a more or less crystalized opinion 
is where the optional settlement plans 
of the insurance company end and where 
the trust company service begins. A 
prominent Philadelphia life insurance 
company executive says that life insur- 
ance people now recognize that they have 
been recreant in not providing for the 
proper disposition of the proceeds of life 
insurance nolicies. The rigidity of the 
contractual mode of settling life insur- 
ance proceeds may be an advantage. Life 
insurance companies prefer to handle the 
disposition of that portion of life insur- 
ance proceeds that it is desired by the 
policyholder to dispose of under a rigid 
contractual plan. That part of an es- 
tate requiring flexibility and discretion- 
ary powers is best demonstrated by a 
trust company, this executive concedes. 

Another life insurance executive, pres- 
ident of an old New England company, 
believes that in some instances trust 
companies have been too aggressive in 
life insurance matters. For instance, 
there is a note of warning in his confi- 
dential comment to me to this effect: 
The trust companies should not overlook 
the fact that life insurance companies 
offer, without cost to the policyholder, 
a service under settlement options that 
is. susceptible of much greater develop- 
ment...Unless the charges are justified 
by the service rendered, in his opinion. 
a trust company should hesitate to accept 
such trusts, especially, if the ends to 
be achieved may be just as effectively 
reached through the optional settlements 
in the policy contract itself. 


What Some Underwriters Say 


In writing this article I am not trying 
to suggest remedies for the criticisms 
which have been made. I am offering 
fur your consideration certain ideas 
which seem to be active in the minds of 
well known underwriters, so that we may 
be aware of the problems all trust com- 
panies must face. I have deliberately 


CO-OPERATION 


omitted volumes of eulogies and praise 
contained in these letters for fear that 
we are even now too appreciative of our 
virtues and not sufficiently concerned 
with our shortcomings. Again I do not 
agree with most of these criticisms, but 
am offering them for your consideration. 
From the many letters I have selected 
the following common criticisms which 
I believe should be openly discussed: 


No. 1—IT SEEMS TO BE AGREED 
THAT THE COMPANIES’ OPTIONS 
OF SETTLEMENT OFFER A SATIS- 
FACTORY MEANS FOR THE HAN- 
DLING OF INSURANCE PROCEEDS 
IN THOSE CASES WHERE LITTLE 
OR NO FLEXIBILITY IS DESIRED. 


One prominent general agent in Nec 
York City closely identified with trust 
work believes that in most cases the 
policy options, if skil!fully selected, will 
serve equally well or better the needs of 
his client. Another dynamic insurance 
leader in Chicago makes the following 
comment—“Taken as a whole, the modes 
of settlement can serve best the insur- 
ing public.” 


A leading insurance executive in Phil- 
adelphia sums up the situation in this 
manner: 


“When trust companies suggest the 
life insurance trust plan for the entire 
outstanding insurance of a policyholder 
I think some companies feel that the pol- 
icyholder may not be as well served as 
though a part of the insurance were 
left with the life insurance company. 
This is due to the belief that most com- 
panies have that the insurance company’s 
plans involve greater security. Whether 
or not the life insurance trust plan is 
better than an option depends entirely 
on circumstances, including consideration 
of the amount of insurance and the ob- 
jects to be attained by the settlement. 

“In general I believe that the primary 
function of the life insurance company 
is to create the estate and the admin- 
istration of it in the larger policies should 
be to a very large extent in the hands of 
the trust company.” 


No. 2—THE TYPE OF TRUST SO- 
LICITOR EMPLOYED BY BANKS IS 
NOT PROPERLY TRAINED, CAPA- 
BLE OF INTERVIEWING WEALTHY 
CLIENTS NOR INSURANCE-MIND- 
ED. 


One of my very good friends, whose 
opinion I regard most highly, writes the 
following : 

“The average trust solicitor is unsatis- 
factory. Here’s what generally happens. 
They walk in, present a nicely engraved 
card, make a generally nice appearance, 
and let it go at that. They rarely call 
back. And that’s one strong objection 
I have to them as a class. They assume 
they will be able to help the underwriter 
in his selling work, and they overlook 
the first elementary step themselves. 
Then again, they are generally not spe- 
cific or practical. They revel in generali- 
ties, and most all of them ask to send 
a lot of expensive literature and rely on 
that stuff to sell their institution. It’s 
the call back, and the personal element 
that sells it, and nothing else. I have 
a stack of cards in my desk, not only 





FRED P. 


McKENZIE 


Mr. McKenzie is peculiarly well quali- 
fed to discuss the subject of this article. 
As one of the ogee known trust 
oficers in New Yorkvhe-is familiar with 
the trust company potwt of view and as 
former executive manager of the Life 
inde w.tters’ Association of veiw York 
City he is equally at home de aling with 
the problems of the life underwriter. Be- 
ing personally acqvainted with most of 
the leading life underwriters of the coun- 
try he was able to get the frank, uncol- 
o.ed views of the leaders in the insurance 
business. Mr. McKenzie wants it thor- 
oughly understood that these are the opin- 
tons of the insurance men and not his 
own, 





of trust men, but other salesmen who 
come in, are courteously received, given 
a welcome for future visits, and who 
never come back. It’s a swell lesson 
for our own agents, but it is just too 
bad.” 


A million dollar producer says: 

“T have noticed that trust men act 
more as order takers of trust business 
than trust advisers while those I have 
come in contact with seemed very fine 
fellows, pleasant, ready to do anything 
they could, good talkers, yet they lacked 
fundamental knowledge of trust busi- 
ness.” Permit me to reiterate that these 
objections do not all coincide with my 
own personal opinion but are given pure- 
ly for what they may be worth to you. 


No. 3—IN GENERAL THE TRUST 
OFFICERS, VICE-PRESIDENTS AND 
MANAGERS ARE APATHETIC IN 
THEIR CONTACT WITH CLIENTS. 

A Boston underwriter expresses his 
opinion thus: 

“Often the trust officer talks all around 
the question without making any defi- 
nite suggestions while the insurance man 
needs a definite pinning_down to a plan. 
Given, however, a skilled trust officer, 
not over young and yet with ability to 
concentrate and enthuse over a sensible 
plan, both the bank and the insurance 
man are bound to profit. 

“The larger banks are insurance-mind- 
ed, I find. The smaller banks spend 
money advertising for trust business and 
drive it away by not knowing what it +s 
all about, with trust officers often re- 
minding one of the old- fashioned banker 
without vision or warmth.” 

A leading California general agent and 
association officer remarks: 

“To the underwriter, each client no 
matter how insignificant, is for the mo- 
ment his main consideration. I regret 
that my contact with trust company of- 
ficials has been most unsatisfactory. They 
are accustomed to dealing with millions, 
mv client whose fortune consists of $50,- 
000 life insurance is not received with the 


(Continued on Page 17) 
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Inter-Southern and Security 


(Continued from Page 1) 


tween the valuations of Inter-Southern 
used by the Security in its annual state- 
ment and that found by the examiners 
in their report was considerable. The 
Security asked for more time and an- 
other meeting will be held. 

The stock of the Security Life is held 
by the Keystone Holding Co. of which 
M. J. Dorsey is president. When the 
Inter-Southern Life was bought from the 
Caldwell interests by the Dorsey group 
it was held for a time by the Keystone 
Co., but later was transferred to the 
Security at approximately $1.95 a share. 
The price paid for the stock was $1.50. 
The Dorsey interests contend that the 
stock could be sold for more than $1.95. 

Missouri Commissioner’s Letter 

In his letter sent to the Inter-Southern 
Life at Louisville Commissioner Thomp- 
son says: 

“In an attempt to arrive at a decision 
as to the solvency of the Inter-Southern 
Life Insurance Company, the item which 
dwarfs all others in importance is the 
stock you hold of the Missouri State 
Life Insurance Company. The matter of 
placing a value on the Missouri State 
stock has had the, close attention of this 
department. Sevefal methods have been 
used and the maximum value obtained 
per share is $43. “By applying the value 
of $43 per share to your holdings, the 
following figures are obtained: Book 
value, 147,900 shares, $10,681,000; value, 
$43 per share, $6,359,700; excess over ad- 
mitted value, $4,321,300. ; 

“Your statement shows paid up capi- 
tal of $3,097,666.67, and surplus of $500,- 
000. Even if the contingency reserve of 
$627,163.05 is included, the total is only 
$4,224,829.72, which is less than the 
amount given above of $4,321,300. It is 
plainly evident that not only are your 


capital, surplus and contingency reserves 
wiped out, but your other reserves are 
impaired.” 

In the letter to the Security Life, Su- 
perintendent Thompson says: 

“Your annual statement as of Decem- 
ber 31, 1930, has been carefully reviewed 
with particular attention being paid to 
your investments. 

“In an attempt to arrive at a decision 
as to the solvency of the Security Life 
Insurance Company, the item which 
dwarfs all others in importance is the 
stock you hold of the Inter Southern In- 
surance Company. The matter of plac- 
ing a value on the Inter Southern stock 
has had the close attention of this de- 
partment. Several methods have been 
used and the maximum value obtained 
per share is 80 cents. By applying the 
value of 80 cents per share to your hold- 
ings, the following figures are obtained: 
Book value, 1,461,333 1/3 shares, $2,841,- 
525.01; value, 80 cents per share, $1,169,- 
066.67; excess over admitted value, 
$1,672,458.34. ; 

“Your statement shows a paid up cap- 
ital of $500,000.00 and surplus of $316,- 
039.14, a total of only $816,039.14, which 
is less than the amount given above of 
$1,672,458.34. It is plainly evident that 
not only are your capital and surplus 
wiped out, but your reserves are 1im- 
paired.” 


Didn’t Win Control of Missouri 
State Life 


The controlling factor in the purchase 
of the Inter-Southern Life was the ap- 
parent opportunity of gaining control of 
the Missouri State Life, the largest life 
insurance company west of the Missis- 
sippi River. The block of 147,900 shares 
held by the Inter-Southern Life is the 


Keystone Co. Gets Extension 
On Final Payments For Stock 


The New York Hamburg Corporation, 
closely allied with the German insurance 
firm of Mutzenbecher & Co., the Wall 
Street house of Hallgarten & Co. and 
J. Henry Schroder Banking Corporation 
of New York, purchased a majority in- 
terest in the Security Life in May, 1928. 
The board of directors of the Security 
at the time was increased by the addi- 
tion of a member of Hallgarten & Co., 
of J. Henry Schroder Corporation and of 
the New York Hamburg Corporation. 
The Security was one of the companies 
with which the Mutzenbechers had re- 
insurance arrangements. 

The present board of directors of the 
New York Hamburg Corporation, which 
has offices at 45 John Street, follows: 

Franz F. Mutzenbecher, Hamburg, 
president of the company; Carlton P. 
Fuller, New York, assistant vice-presi- 
dent, J. Henry Schroder Banking Cor- 
poration; George Merbach, New York, 
Hallgarten & Co.; Herbert Mutzenbech- 
er, New York, secretary of the company; 
Leonard D. Newborg, New York, Hall- 
garten & Co.; Dr. Carl Christoph, Ham- 
burg, member: of the firm of H. Mutzen- 
becher, Jr.; Morgan Cowperthwaite, New 
York, Fox & Pier, Inc.; Stephen Paul, 
New York, Hallgarten & Co.; William 
Y. Wemple, New York, president, Ham- 
burg-American Insurance Co. 

It is reported that the Keystone Hold- 
ing Co. agreed to pay $3,500,000 to the 
New York Hamburg Corporation for the 
stock it bought in the Security Life and 
the Re-Insurance Life of America; that 
there was paid $500,000 in cash; that later 
all but about $1,100,000 was paid; that ex- 
tensions were given in December so that 
$750,000 became due March 31, 1931, and 
$250,000 June 30, 1931, with interest; that 
the Keystone Holding Co., failing to pay 


the $750,000 due March 31, that amount 
was extended to April 30, 1931. 

The New York Hamburg Corporation’s 
balance sheet as of December 31, 1930, 
shows that the management stock of 
15,000 shares was carried at $15,000. This 
was a net reduction from $240,000 of the 
previous year. Early in December of 
last year a change in capitalization was 
authorized at the stockholders’ meeting. 
That meeting was held on December 12, 
1930. From that date to the end of De- 
cember the company acquired 3,388 
shares of its own general stock through 
which it increased its surplus by the dif- 
ference of amount paid for that stock 
and carried as liability in its annual 
statement, amounting to $79,795. It 
showed a surplus of $72,715. 

Part of these 15,000 shares of man- 
agement stock carried in the company’s 
balance sheet at $1 per share are owned 
by the Hamburg Assurance Co. 

A German newspaper, “Handels und 
Industrie Zeitung of the Muenchner 
ee Nachrichten,” said on February 
5, 1931 - 

“The Hamburg Assurance Co. of Ham- 
burg, Germany, which functions as the 
holding company of the Mutzenbechers 
and which does not come under the di- 
rect supervision of the Insurance De- 
partment of Germany, shows in its as- 
sets of its last balance sheet 9,200,000 
Reichsmarks for securities and partici- 
pations in other enterprises, among 
which, besides the Hamburg’s participa- 
tion in the El Fenise Siid Americano, is 
also a participation in the non par value 
stock of the New York Hamburg Cor- 
poration, said latter participation being 
valued at between 2,300,000 Reichsmarks 
to 2,500,000 Reichsmarks, although no 
dividend has as yet been derived there- 
from.” 


largest single block of Missouri State 
Life stock outstanding. However, at the 
annual meeting of the St. Louis com- 
pany stockholders held in January it was 
clearly shown that the St. Louis directors 
and their associates dominated the com- 
pany and the Keystone group through 
the Inter-Southern Life was given but 
five of the thirteen places on the Mis- 
souri State Life board. 

The St. Louis interests headed by E. 
D. Nims, chairman of the board of di- 
rectors, has dominated the Missouri State 
Life for many months and have been in 
entire control of its affairs. 

Officials of the Missouri State Life 
in commenting on the action of Super- 
intendent Thompson said that it could 
have no effect on the Missouri State Life 
any more than would the financial af- 
fairs of any other stockholder affect the 
company. The Inter-Southern Life holds 
but 29%4% of the St. Louis company 
stock and has but a minority voice in its 
affairs. None of the assets of the Mis- 
souri State Life are invested in either 
the Inter-Southern or the Security Life. 

The Inter-Southern Life purchased its 
Missouri State Life stock from Rogers 
Caldwell the Nashville, Tenn., investment 
banker, who at one time controlled the 
St. Louis company. It is understood that 
the Louisville company has been carry- 
ing the Missouri State Life stock on its 
books at the price paid to Caldwell & 
Co. Recent quotations on Missouri. State 
Life stock have ranged from $20 to $25 
a share, but it is known that the book 
value is considerably above that figure. 
Conservative estimates of book value 
have ranged from $40 to $45 a share. 


C. G. Arnett’s Statement 


The following statement was made 
Tuesday by President C. G. Arnett of 
the Inter-Southern Life in which he de- 
plores the Missouri superintendent’s ac- 
tion: 

“The Inter-Southern Life Insurance 
Company as a law abiding institution 
has complied promptly with the Missouri 
Department’s order to discontinue writ- 
ing new business in that state. At the 
same time the Inter-Southern vigorously 
deplores the summary method employed 
by Superintendent Thompson of Mis- 
souri, particularly in his giving all the 
details of his letter to the general press 
two days before they could be received 
at the home office, thereby creating ad- 
verse publicity detrimental to any in- 
stitution. 

“Superintendent Thompson’s appar- 
ently arbitrary valuation of certain stock 
held by the Inter-Southern is greatly at 
variance with the findings of experts 
working on behalf of the committee on 
examinations of the National Conven- 
tion of Insurance Commissioners, of 
which organization the Missouri super- 
intendent is a member. Until the report 
of these official examiners has been 
finally accepted and filed, such valuation 
remains in the hands of the Commis- 
sioners’ Convention as a subject upon 
which the Inter-Southern cannot com- 
ment with propriety. 

“On a fair valuation basis, the Inter- 
Southern Life shows a healthy surplus 
above policy liabilities. It has a loyal 
and capable agency force which freed of 
continued persecution can keep it pros- 
perous.” 





CALDWELL NOT TALKING 





Tennessee Commissioner Says He Will 
Make No Statement Until Convention 
Examination Report Is Completed 
A. S. Caldwell, chairman of the con- 
vention committee on examinations, said 
to The Eastern Underwriter this week: 
“No statement is being made by this 
Department or by me as chairman of the 
committee on examinations relating to 
the Inter-Southern Life or the Security 
Life until completion of the examina- 

tion. 

The S. H. & L. J. Wolfe report, pre- 
sented tentatively before the commission- 
ers at Richmond this week, is being re- 
written by the Wolfe office. 


Allin, Kentucky, Thinks 
Reserves Unimpaired 


STATEMENT ON INTER-SOUTHERN 





Backed Up by Fackler & Breiby Ap- 
praisal; Cotton & Eskey Making 
Audit Report for Commissioners 





Commissioner Allin of Kentucky does 
not believe the Inter-Southern’s reserves 
are impaired. Allin has accepted approx- 
imately 150,000 shares of Missouri State 
stock as part of the insurance reserve 
of Inter-Southern, accepting it on a 
valuation of $54 a share. Allin declares 
an appraisal within the last three weeks, 
made by Fackler & Breiby, New York 
actuaries, had placed the value of Mis- 
souri State stock at $60.40 a share, $6.40 
higher a share than he had accepted it 
for reserve purposes, Furthermore, he 
declared that last summer the Missouri 
State stock was accepted by his depart- 
ment at $65 a share and was reduced to 
$54 after issuance of warrants by Mis- 
souri State Life by which for every five 
shares of Missouri State it held the 
Inter-Southern obtained one share addi- 
tional at $10 a share. 

Allin further held that an examination 
by Cotton & Eskey, with Tennessee, 
Arkansas, Indiana and Oklahoma par- 
ticipating, is now being made for the 
Kentucky Department; is virtually com- 
pleted, and the findings have been sub- 
mitted to Inter-Southern directors. Cot- 
ton & Eskey have been working on this 
audit since last fall. 

Allin stated that he did not know why 
the Missouri Devartment valuation of 
$43, as contrasted with Kentucky valua- 
tion of $54, was made, but said each state 
is governed by its own regulations in 
such matters. 





TRESSEL SEES HALLGARTEN 





Talks to Financiers After Commissioner 
Thompson’s Action; Dorsey Confers 
With C, M. Howell at Excelsior 
Springs 
Following the meeting of the insurance 
commissioners’ examination committee in 
Richmond at ‘the end of last week M. J. 
Dorsey, Chicago insurance financier who 
is head of the Keystone Holding Co., 
left for St. Louis to confer with Charles 
M. Howell ‘and other friends relative to 
the action of the Missouri commissioner 
in reference to the Inter-Southern Life 
and Security Life Missouri licenses. From 
St. Louis they went to Excelsior Springs, 

Mo., for further conference. 

Harry S. Tressel, first vice-president of 
the Security Life, the president of which 
is Mr. Dorsey, was in New York this 
week conferring with representatives of 
Hallgarten & Co.,,New York investment 
banking house, relative to the latest de- 
velopments in the financial end of the 
situation. He reported to Mr. Dorsey 
yesterday. Mr. Dorsey will probably 
come to New York. 

As.The Eastern Underwriter went to 
press this week Alfred M. Best was 
awaiting developments before issuing a 
statement to subscribers. 





AS SEEN BY VIRGINIA 





Deputy Says Security Representatives 
Promise All Reasonable Requirements 
of Commissioners’ Committee Will 
Be Met 


George A. Bowles, deputy commission- 
er of insurance, Richmond, said to Th: 
Eastern Underwriter this week: 

“Examination of Security Life is no! 
completed. Further check of company 
is being made. In view of additional 
facts presented representatives of the 
company state that all reasonable re- 
quirements will be met. Committee ©! 


insurance commissioners has been ap- 
pointed to meet representatives of cont- 
pany when final results are checked. 
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Legg and Stapler Held 
Guilty of Twisting 


FIRST CONVICTION UNDER S. 60 





Agent H. A. Anderson Acquitted; - B. 
Maclean, J. F. Little and N. B. 
Hadley Witnesses for Prosecution 





The first conviction under Section 60 
of the New York Insurance Law, known 
as the “twisting” section, was obtained 
in the Court of Special Sessions, New 
York, this week. This was the case of 
Clarence A. Legg and Henry B. Stapler, 
comprising the insurance accounting firm 
of Legg & Co. of 80 Maiden Lane. The 
particulars of this case were given in The 
Eastern Underwriter of March 13. Legg 
and Stapler were found guilty by Jus- 
tices Murphy, Featherstone and Nolan 
but the agent in the case, Hartley A. An- 
derson, was acquitted. 

The charge under Section 60 was that 
of “issuing and circulating” misleading 
and incomplete information about cer- 
tain Mutual Life Twenty Payment poli- 
cies held by John J. Atwater of 1 Broad- 
way, the insured in the case, and the 
Prudential Modified 3 policy, which, ac- 
cording to the plan, was to be substi- 
tuted. Anderson, as agent, was brought 
into the case according to the evidence, 
to effect the change in policies. 

The only witness called in addition to 
Mr. Atwater was Joseph B. Maclean, as- 
sociate actuary, Mutual Life, who gave 
the expert testimony. There were also 
present as witnesses, but not called, 
James F. Little, second vice- -president 
and associate actuary of the Prudential, 
and Nelson B. Hadley, chief examiner of 
life companies, New York Insurance De- 
partment. 


Gain or Loss Not Considered 


The Life Underwriters Association of 
New York City was represented by 
Denis Brandon Maduro of 149 Broadway 
and Itegg had as counsel Jeremiah F. 
Connor of 80 Maiden Lane. Assistant 
District Attorney Arthur Markowitz 
conducted the prosecution and the life 
insurance people who have been follow- 
ing the case were high in their praise of 
the manner in which the case was han- 
dled by Mr. Markowitz and the evi- 
dence of complete preparation shown. 

An interesting angle of the case and 
one that is of some importance from 
the standpoint of the Life Underwriters 
Association is that the court did not al- 
low any evidence of gain or loss to enter 
the case. It was decided on the ques- 
tion of misrepresentation. 

Legg and Stapler will come up for 
sentence April 20. Violation of Section 
60 constitutes a misdemeanor. Their 
counsel have not decided yet as to ap- 
pealing the verdict. As neither Legg nor 
Stapler are licensed insurance agents the 
conviction does not necessarily mean a 
discontinuance of their insurance audits. 

Section 60 was put into the law in 1906 
and has been variously amended since 
that time. There have been only two 
other cases under this section that have 
reached the courts and in both instances 
they were cases brought against the Su- 
perintendent of Insurance. There have 
been numerous instances of charges of 
substitution of policies which have been 
decided by the Superintendent under his 
discretionary powers. 





VAN SCHAICK ON DIVIDENDS 





Any Contemplated Reduction by Life 
Companies Should Be Announced At 
Earliest Possible Date, He Says 


Believing that some life companies 
may find it advisable to adopt lower divi- 
dend scales for 1932 due to existing busi- 
ness conditions, George S. Van Schaick, 
New York Superintendent of Insurance. 
has announced that such contemplated 


reduction should not only be permitted * 


but that companies should make known 
the change at the earliest possible date. 


He is in fairness to policyholders, he 
feels, 














WE POINT 
WITH PRIDE 


The Prudential showed a gain in 
new paid-for business during 1930 
of 434% above the figures reported 
for the year 1929. 


The Company further ended the year 1930 
with a total amount of insurance in force 
of $15,300,000,000, or an increase dur- 
ing 1930 of $990,680,000. 


This latter gain was larger than that of any 
other company. 


In addition to being a tribute to the efficiency 
of the Prudential field organization this is a 
Public Endorsement of which to be Proud. 





The 
; Prudential 


a Insurance Company of America 
Home Office, Newark, New Jersey 
Epwarp D. Durrigzp, President 
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Late Dr. Jonathan C. Day 
Had a Colorful Career 


A STORM CENTER IN POLITICS 





Shenandoah Life Agent in Richmond; 
Previously Manhattan Life General 
Agent; Once Public Official Here 





Dr. Jonathan C. Day, former commis- 
sioner of markets in New York City and 
recently an agent of the -Shenandoah 
Life in Richmond, Va., died unexpected- 
ly at his home in Richmond last Friday 
at the age of 53. Dr. Day entered the 
insurance business several years ago in 
Chicago, became a general agent for the 
Manhattan Life in Richmond in 1928, and 
last year left the Manhattan to become 
an agent for the Shenandoah Life. 

Prior to his insurance connection Dr. 
Day had a colorful career. For years 
he was a Presbyterian clergyman and 
for a time did community welfare work 
among the Pennsylvania coal miners, 
going from Tyrone, Pa, to New York 
City in 1912 to succeed the Rev. Charles 
Steizle as superintendent of the Labor 
Temple. His activities in the cause of 
labor once brought him into police court 
for strike picketing but he subsequently 
was discharged and wrote a vigorous pro- 
test to the city’s police commissioner. 

Later he entered Democratic politics 
and in 1918 was appointed Commissioner 
of Markets under Mayor John F. Hylan. 
His career in the department was a 
stormy one. In 1924 he was elected pres- 
ident of the Young Democratic Club in 
New York, but soon after went to Chi- 
cago to engage in insurance. 

In Virginia Dr. Day was also active 
in party politics and stumped the state 
for Alfred E. Smith in the 1928 presi- 
dential campaign. 





EXTENSION ON TERM POLICIES 


Equitable Life Liberalizes Rule; Five 
Months’ Grace Period on Annual Term, 
Three Months on Semi-Annual Pre- 
mium Term 


The Equitable Life Assurance Society 
has liberalized the extension rule apply- 
ing to term policies. Under the present 
rule the extension period was limited to 
one month beyond grace. It has now 
been decided to lengthen the period to 
five months beyond grace on annual pre- 
mium term policies, and three months 
beyond grace on semi-annual premium 
term policies. No other change in the 
extension rules is being made. 

Hereafter the period of extension on 
term policies and the amount of month- 
ly deposit will be as follows: 

On annual premiums—5 months from 
expiration of grace, based upon a deposit 
of at least 10% for each month of ex- 
tension and grace. 

On Semi-Annual premiums—3 months 
from expiration of grace, based upon a 
deposit of at least 20% for each month 
of extension and grace. 

On Quarterly premiums—1 month be- 
yond grace, based upon a deposit of at 
least 40% of the quarterly premium for 
each month of extension and grace. 





FORM LINCOLN INVESTMENT CO. 





Investment Trust of Lincoln National 
Employes to Buy Stock in 
Company 
An investment trust has been formed 
by employes of the Lincoln National, 
called the Lincoln Investment Trust, its 
primary purpose being to buy Lincoln 
National stock. Only members of the 
company staff are eligible for member- 
ship which is secured by purchase of one 
or more units of the trust with a down 
payment, following thirty-six monthly 
deposits. At the end of that period the 
trust will be dissolved and its holdings 
of cash and stocks distributed pro rata 

among the members. 
Control and management are exclusive- 
ly in the hands of the employes. 
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Personal service 
makes personal friends 


Ir is a fundamental of successful underwriting 
that insurance sales cannot be consistently achieved 
without careful consideration of the needs and cir- 
cumstances of each prospective policyholder. In- 
surance written merely for the sake of profit is 
ultimately profitless. 


Convinced of this, the New York agencies of 
the Etna Life have always employed particular 
care in the selection of their field representatives. 
On the record of its agency force, of which it is 
justly proud, the Etna places great emphasis. 


The Etna Life Insurance Company maintains 
seven general agencies in metropolitan New York, 
all of which are founded on the principle that a 
personal service makes a personal friend. These 
agencies are equipped to handle in a thoroughly 
intelligent manner the insurance needs of thousands 
whose problems they are daily and satisfactorily 
adjusting. 


They are ready at any time to extend this 
service to prospects, policyholders, /Etna-izers and 


brokers in this area. 


R. H. Keffer 


100 William Street 
BEekman 3-9000 


J. P. Graham, Jr. 
165 Broadway 
COrtland 7-5181 


H. C. Hubbell 


110 East 42nd Street 
AShland 4-2794 


E. A. Muller 


225 Broadway 
BArclay 7-6043 


G. V. Austin 
16 Court St., Brooklyn 
TRiangle 5-7560 


R. S. Edwards 


§2 Vanderbilt Avenue 
VAnderbilt 3-1466 


Nathan Greenbaum 


1476 Broadway 
MEdallion 3-2145 


A strong Etna organization serving the metropolitan area 


The Aitna Life Insurance Company 


Hartford Connecticut 
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North Carolina Trend 
Is Toward Investment 


LOW PREMIUM FORMS WANTED 





New General Agent in Raleigh Thinks 
Most New Business for a Time 


Will Be Term 





Walter N. Perry, new general agent 
of the Connecticut General in Raleigh, 
N. C., asked by The Eastern Under- 
writer for a size-up of life insurance con- 
ditions in that state, said this week: 

“The insuring public in North Caro- 














WALTER N. PERRY 


lina has had a severe shock with the 
average investment, bank failures, brok- 
erage failures and general business con- 
ditions adversely affecting the security 
of all investments. 

“The trend now is to insurance for 
investment, security being the attraction. 
The ability to buy, however, has also 
been adversely affected and the thought 
turns to low premium forms. ( 

“T think this was clearly illustrated in 
a recent bill which was offered to the 
law-making bodies now in session to 
permit Group insurance to be extended 
to voluntary organizations. That bill was, 
of course, promptly tabled, as it tended 
to discriminate in favor of certain 
classes, 

“Insurance which will be bought will 
be Term insurance, to tide the business 
man over; Short Term Endowments, 
Single Premium for investment and Long 
Term Endowments for savings. 

“In my opinion Ordinary Life, for a 
period of time, will have to make way 
for temporary coverage. , 

“Up to date health and accident poli- 
cies are finding much favor due to the 
change last year of disability coverage 
offered in connection with life insurance.” 





GET PROVIDENT MUTUAL POSTS 





Everett D. Armantrout and Neil Gilmour 
Win Appointments in Company’s 
Actuarial Department 

Two appointments to the actuarial de- 
partment of the Provident Mutual Life 
have been announced by Leonard C. Ash- 
ton, vice-president and secretary of the 
company. 

Everett D. Armantrout, a graduate of 
the University of Michigan, is named 
assistant actuary, and Neil Gilmour, 
Haverford College graduate, assistant 


manager of the actuarial department. 
Mr. Armantrout is a Fellow of the Am- 
erican Institute of Actuaries and a mem- 
ber of the institute’s examination com- 
mittee. Mr. Gilmour is a member of 
Phi Beta Kappa and was made a Fellow 


of the Actuarial Society of America in 
1929, 


Kansas City Company 
To Sell Policies By Mail 


LIFE EXTENSION INSURANCE CO. 





Edwin T. Swobe and Minor Morton 
Among Those Associated With New 
Company; $100,000 Capital 





A new life insurance company to oper- 
ate entirely through the mail is the Life 
Extension Insurance Co. of Kansas City, 
which will issue all standard forms of life 
insurance upon the non-par plan. It will 
feature a copyrighted life extension serv- 
ice clause which is a practical application 
of the periodical examination idea to life 
insurance. The capital stock consists of 
10,000 shares of a par value of $10 a share 
which will be sold at $25 a share, pro- 
viding a capital stock of $100,000 and a 
surplus of $150,000. 

Among those associated with the com- 
pany are Edwin T. Swobe, originator 
of the Swobe system of life extension 
service; and Minor Morton, who has 
been an agency executive of several com- 
panies. The Life Extension Insurance 
Co. will use magazine and newspaper 
advertising, direct circularizing of select- 
ed lists and radio broadcasting. 

Some of the Incorporators 

Most of the incorporators are Kansas 
City men. One of the incorporators is 
H. E. Minty of T. H. Mastin & Co. 
reciprocal underwriters. Among others 
are R. M. Claire, vice-president, Stude- 
baker Securities Co., and Bird H. Mc- 
Garvey, president, Globe Securities Co. 
Several physicians are among the incor- 
porators. One paragraph of the com- 
pany’s announcement reads as follows: 

“The Life Extension Insurance Co. has 
no quarrel with agency companies. The 
men who will be active in its manage- 
ment have been agency executives of 
such companies for many years. They 
do not believe the time will come in this 
generation or the next, if ever, when 
life insurance agents can be dispensed 
with. The beneficences of life insurance 
must be extended to a greater propor- 
tion of the people of the country than 
are now enjoying them and, notwith- 
standing the rapidity with which the pub- 
lic is becoming educated to the needs 
which life insurance serves, many peo- 
ple still need some agent to urge them 
to ‘action.’” 

Another statement says that the capi- 
tal stock will be fully subscribed and 
paid for within sixty days. 





HARRY JACOBY’S NEW COURSE 





Conducted by Hubbard Hoover, It Runs 

for Three Months Following Outline 

_ Prescribed for C.L.U. Degree 

The Harry Jacoby agency of the Home 
Life of New York this week began a 
special training course for life insurance 
men. The course, which will follow the 
general outline prescribed for the C.L.U. 
degree, is under the direction of Hub- 
bard Hoover, special lecturer on life in- 
surance at the City College of New York. 
The course includes instruction on “Prin- 
ciples and Practices of Life Insurance,” 
“Economics of Life Insurance,” “Psychol- 
ogy of Life Insurance” and “Modern 
Methods of Selling Life Insurance.” 

All men who are not connected at 
present on a full time basis with any 
other life insurance company may take 
this course, as well as the men in Mr. 
Jacoby’s agency. It will extend for three 
months, with two lecture sessions each 
week, on Monday and Saturday morn- 
ing from 9:00 to 10:30. Practical field 
work will be a part of the training, and 
this will be thoroughly organized, a com- 
plete record to be maintained on all who 
take the course, covering interviews, ap- 
plications, paid for business and general 
business results over the three months. 

The course is given at the agency quar- 
ters at 1440 Broadway, which have been 
considerably enlarged due to the rapidly 
growing agency force. 


PASSES INVESTMENT BILL 





Ohio House Reacts Favorably to Bill 
Permitting Greater Diversification of 
Insurance Investments 
The Ohio House of Representatives 
has passed the amended House bill 122 
which would permit domestic life com- 
panies a greater diversification of in- 
vestments. Among the proposed new 
provisions are those which would author- 
ize investments in preferred stock of a 
certain restricted type and investments 
in bonds or notes secured by mortgages 
or deeds of trust on leasehold estates of 

real estate within a restricted class. 

The bill, as originally introduced by 
Representative Gillogly of Zanesville, 
would have permitted investment in 
common stocks, but this provision was 
stricken out in the House Insurance 
Committee before the measure was rec- 
ommended to the House. The bill now 
goes to the state’s Senate, 





Organization of new life insurance 
company is in progress at Monett, Mo. 


PEORIA LIFE AGENTS MEET 





Ross M. Halgren, Indiana State Man- 
ager, Talks at State Convention; 
Other Speakers 
How life insurance stands as a bul- 
wark against depression was discussed 
by Ross M. Halgren, Indiana state man- 
ager of the Peoria Life, speaking at the 
recent annual state convention of agents 
of the company at the Columbia Club 

in Indianapolis. 

Other speakers at the day’s sessions 
were G. B. Pattison, Peoria, secretary 
and actuary of the company; W. R. 
McClure and W. J. Green, Indianapolis; 
S. L. Beanblossom, Evansville; R. C. 
Wey, Terre Haute; I. J. Church, Clin- 
ton, and W. H. Roeschlein, Brazil. The 
convention closed with a banquet at 
night for the agents, their wives and 
guests. Ray D. Everson, managing ed- 
itor of the Indianapolis News, was the 
principal speaker. 





Learn to talk well; then learn when 
it is well to talk, says the Northwestern 
Mutual. 
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Have faith in your Country 
Have faith in your Business 
Have faith in yourself 


Work hard and don’t worry 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


Organized 1851 


Four Agencies in Greater New York 


T. R. Fell, General Agent 
25th Floor, Chase Nat. Bank Bldg. 


The Keane-Patterson Agency 
225 West Thirty-fourth Street 


20 Pine Street 1908 Pennsylvania Building 
New York New York 
Herbert N. Fell, General Agent Sackerman & Lewis 
Pershing Square Building General Agents 
100 East 42nd Street 16 Court Street 
New York Brooklyn 


More Than Two Billion Dollars of 


Massachusetts Mutual Insurance Now in Force 
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Clarifies Policies 
Of Trust Companies 


DR. RALPH E. BADGER’S TALK 





Vice-President of Union Guardian Trust, 
Detroit, Discusses Trust for 
Detroit Association 





Whether insurance should be trusteed 
with a trust company or insurance com- 
pany depends entirely on which com- 
pany by virtue of the type of service 
it renders can best serve the interests 
of the clients, said Dr. Ralph E. Badger, 
vice-president, Union Guardian Trust of 
Detroit, speaking before the Life Un- 
derwriters’ Association of Detroit. If 
one is dealing with reputable organiza- 
tions essentially the same investment 
service will be rendered by either and 
the question can really only be answered 
by an analysis of pertinent facts sur- 
rounding the insured, he said. 

A projection should be made to deter- 
mine the variety of conditions that may 
prevail at death, said Mr. Badger. In- 
surance companies, as well as trust com- 
panies, fully recognize the fact that each 
is equipped to meet special needs, and 
each is anxious to render its service 
where such service is best adapted. 

Continuing, the speaker discussed the 
policies of the trust company as follows: 


First Duty Is Safety 

“Every responsible trust company op- 
erates on a cardinal principle that its 
first duty is to conserve the assets of 
estates entrusted to its care, and to se- 
cure efor the estate a regular income at 
a level consistent only with the utmost 
safety. This investment management 
may be divided into two phases: first, 
the consistent review of securities found 
in the estate or trust when opened, with 
the idea of protecting the estate against 
loss of assets by sales at the proper time, 
and, second, the investment and reinvest- 
ment of cash. The first phase of this 
work, by far the more difficult and com- 
plex, requires the constant use of judg- 
ment and experience, 

“In order properly to carry out these 
responsibilities trust companies operate 
trust investment or research departments 
for the purpose of analyzing as far as is 
humanly possible every item on their 
trust accounts. Every trust company 
with which I am familiar incurs a heavy 
annual expense and requires its directors 
to devote a substantial amount of their 
time to this phase of trust work. De- 
cisions are reached in a most careful 
and earnest manner, and whatever action 
is taken is believed to be in the best 
interests of the estate’s beneficiaries. 

Investment Policies 


“The investment policies of trust com- 
panies presuppose four basic principles: 
the purchase of only the highest grade 
bonds; absolute avoidance of inter-com- 
pany or inter-group relationships in the 
purchase of securities; the investment of 
a portion of trust funds in selected in- 
dividual first mortgages on improved real 
estate, generally homes, where the mort- 
gage does not exceed 50% of the ap- 
praised value; and purchases of stocks 
where the trust instrument expressly di- 
rects their purchase or where rights to 
subscribe to additional stock come to the 








trusts by virtue of previous holdings, 
where the company issuing such rights 
is thoroughly sound and where no spe- 
cial conditions surrounding the trust 
make the exercise of subscription rights 
undesirable.” 

John A. Reynolds, president, Detroit 
Life, introduced the speaker, and H. E. 
Van de Walker, president of the Life 
Underwriters’ Association, presided at 
the meeting. 





PENN DINES J. RAY DAVIS 





Erie General Agent is Given Send-Off 
By Company; Takes Over Provident’s 
Cleveland Agency 





J. RAY DAVIS 


The Penn Mutual gave a farewell din- 
ner last week to J. Ray Davis, the com- 
pany’s general agent at Erie, Pa. who 
has resigned and will have charge of the 
Provident Mutual’s Cleveland agency. 
J. H. Jefferies, Penn Mutual’s agency 
secretary, represented the home office. 

The spirit of amity between the Penn 
Mutual and Provident was manifest in 
an invitation to Vice-President M. Al- 
bert Linton of the Provident to be pres- 
ent. He was unable to do so, and wired 
his keen regret and best wishes. The 
gathering was at the Knowles Hotel. 

The Erie agency of the Penn Mutual 
has been merged with the company’s 
Pittsburgh agency, of which Holgar J. 
Johnson is the general agent, and the 
combined agencies will be known at the 
Western Pennsylvania agency. Mr. 
Johnson and his brother, Eric Johnson, 
who is assistant general agent and su- 
pervisor, attended the dinner. D. M. 
Conway was toastmaster. 





MASS. MUTUAL CONVENTION 


Massachusetts Mutual fieldmen are be- 
ginning to look forward to the com- 
pany’s thirty-ninth annual convention to 
be held at the New Ocean House, 
Swampscott, Mass., on June 15, 16 and 
17. Qualifications for attendance were 
recently announced by John W. Yates, 
president of the Agents’ Association. 





field workers. 








Always Looking 


For those who want to be associated with a Company that 
has age, stability and deals in a friendly, uplift way with 


UNION MUTUAL LIFE 
Incorporated 1848 


Insurance Company 
Portland, Maine 
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Nylic Agents paid for $900,897,700 of new insurance in 
1930. Of this total 97.1 per cent was on Life and Endow- 
ment forms; only 2.9 per cent was Term insurance. These 
ratios, particularly in the present economic situation, demon- 
strate that Nylic Agents are successfully trained to sell the 
more substantial forms of insurance. 
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New York Life Insurance Company 


51 Madison Avenue, Madison Square. 
New York, N. Y. 
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As if by second nature... 


a is intense. Surrey 
is bowling the deciding wicket of the 


great cricket match with Middlesex, at 
Lord’s. 


The crowd holds its breath ... 
the Middlesex bowler fixes his gaze on 
the Surrey batsman, who, like Horatio 
at the bridge, waits watchfully .. . 
the next minute will decide the game. 


But .. . the pavilion clock strikes 
one, two, three, FOUR o’clock .. . 
both teams slowly disperse and the 
field fills with spectators. As one, 
belted Earls and ragged newsboys, 
aristocratic granddames and dowdy 
shopgirls surge forward . . . What’s 
up? ... TEA!!! All England stops 
for this simple repast . . . TEA!!! 
The tension is gone; breathing is again 


x 


normal. Strange custom, but the 
habit soon becomes ingrained and is 
one of the most anticipated events of 
the day. 


Pleasant habits soon become second 
nature . . . hundreds of agents and 
brokers do business with the Charles 
B. Knight Agency as if by second 
nature. Their loyalty is implicit. The 
Agency is intensely sympathetic toward 
their problems. Ready to serve them 
is a personnel ... each man a 
specialist in his own department... 
Insurance Law, Tax Information, 


Business Conservation, Business 
. all phases 


Insurance, Analyses . . 
which make a complete organization. 
This explains in part the success of the 
Knight Agency. 


The Charles B. Knight Agency, Inc. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CHARLES B. KNIGHT, President 


WALTER E. BARTON, Vice-President 


PAUL S. RANCK, Sec’y-Treas. 


225 BROADWAY, NEW YORK CITY 


BRANCH 


Scranton, Pa. 


250 Park Avenue, N. Y. C. 


OFFICES 


Flushing, L. I. 


Utica, N. Y. 849 East 149th St., N. Y. C. Stapleton, S. I. 
Glens Falls, N. Y. 327 Bible House, N. Y. C. New Rochelle, N. Y. 
Albany, N. Y. 26 Court Street, Malone, N. Y. 
Schenectady, N. Y. Brooklyn, N. Y. Newark, N. J. 
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Medical Director Of 
Five Insurance Co.’s 


DR. J.ROZIER BIGGS, WASHINGTON 


District of Columbia Man Also Examines 
at National Capital for Number of 
Other Companies 





Dr. J. Rozier Biggs has the unique 
distinction of being medical director of 
five insurance companies or associations. 
They are the Continental Life of Wash- 
ington, D. C.; People’s Life of Washing- 
ton, D. C.; Union Cooperative Insurance 
Association; Union Labor Life and In- 





Photo Underwood & Underwood 
DR. J. ROZIER BIGGS 


ternational Electrical Workers’ Benefit 
Association, which is a fraternal. In addi- 


tion he examines for the Pacific Mutual, — 


Reliance Life, Shenandoah Life, Scran- 
ton Life, Lincoln National, Physicians’ 
Health Association and others. Two of 
the companies he represents issue In- 
dustrial, Ordinary and health and acci- 
dent policies; two issue group and Or- 
dinary; two issue participating and non- 
participating insurance, and one issues 
non-medical insurance. The Electrical 
Workers’ issue group only. 

Dr. Biggs uses the numerical rating 
system. As far as the District of Co- 
lumbia companies are concerned, he went 
with each at its beginning or when the 
Industrial companies went into the Or- 
dinary business, and he developed the 
medical department of each company 
from its beginning, including the design- 
ing of forms and arranging of details 
of the medical department. He accom- 
plished this work with the assistance of 
a secretary in each company and by use 
of form letters. 


Dr. Biggs was born in Washington, 
D. C., in 1882, six weeks after the death 
of his father. He began his business 
career at an early age as a messenger 
boy; next he was a wagon driver, and 
later a clerk. Finally he secured a 
clerkship in the War Department, having 
prepared himself for this civil service 
appointment by study in night school. 
Encouraged by his mother, he fitted him- 
self at night school for matriculation at 
George Washington University. Choos- 
ing the medical course, he spent his days 
in the War Department clerkship and 
pursued his medical studies in the eve- 
ning classes of the university. Ultimate- 
ly, he was graduated with the degree of 
Doctor of Medicine and began to prac- 
tice medicine. 

While in college he was business man- 
ager of the student publication. For 
some time he was medical editor of The 
Hatchet, a George Washington Univer- 
sity journal. Dr. Biggs was the founder 
of the Columbus Country Club of Vir- 


Annual Convention of 
U.S. Commerce Chamber 


STARTS AT ATLANTIC CITY APR. 28 
Insurance Group Meets on April 29; 
Policies Required by Business to 
Be Discussed 





The nineteenth annual meeting of the 
United States Chamber of Commerce will 
be held in Atlantic City from April 28 
to May 1. There will be a number of 
individual meetings, including that of the 
insurance group which will be held on 
April 29. The convention will start with 
the annual meeting of National Council- 
lors on April 28. On the afternoon of 
that day there will be a presentation 
of awards to winners of the 1930 Inter- 
Chamber Fire Waste Contest. The 
awards will be made by W. H. Sawyer, 
president, Allied Engineers, Inc., New 
York City. There will also be a pres- 
entation of awards to winners of the 
1930 Health Conservation Contest. This 
presentation will be made by Leroy A. 
Lincoln, vice-president of the Metropoli- 
tan Life. 

There will be a round table discussion 
on Wednesday, April 29, of “New In- 
surance Requirements of Business” at 
a luncheon in the Trellis Room of the 
Ritz-Carlton Hotel. 

Among subjects to be discussed at 
the convention’s general session are the 
following: 

“The Associational Approach to New 
Problems Which Challenge Business 
Leadership,” “Possibilities of Business 
Stabilization,” “The Effects of Govern- 
ment Competition on Business,” “Our 
International Trade Relations,” ‘“Think- 
ing Ahead for Canada,” “Government 
Policies in Relation to Limitations on 
Production and Marketing,” “The Anti- 
Trust Laws and the Natural Resources 
Industries,” “A New Slant on Present 
Day Farming,” “The Importance of Our 
Future Land Policy,” “Capital Gains and 
the Federal Income Tax,” “The Flexible 
‘Tarifk.” 





JEFF B. MARMON RETIRES 





Veteran Memphis Mutual ‘Life Manager 
Is Succeeded by James Franklin 
Hall; Large Territory 
Jeff B. Marmon, who has had a long 
and successful career with the Mutual 
Life and who has been manager in 
Memphis for the company since 1912, 
retired March 31 under the company’s 
retirement plan. He first entered Mu- 

tual Life service in 1890 in Texas. 

James Franklin Hall is Mr. Marmon’s 
successor at Memphis. His territory in- 
cludes twenty-four counties in Tennes- 
see, twenty-two counties in Mississippi 
and five in Arkansas, and his headquar- 
ters will be in the company’s present 
offices in the Bank of Commerce & Trust 
Co. Building in Memphis. Mr. Hall 
joined the Mutual Life in 1915 as a so- 
liciting agent and was made a district 
manager in 1926. His home has been 
in New Albany, Miss. 





KEFFER MARCH BUSINESS 
The Keffer general agency, Aetna Life, 
100 William Street, paid for $1,862,550 
during the month of March, 1931. The 
total business paid for by this agency for 

the year 1931 to April 1 is $6,546,750. 





HEAR F. O. AYRES 
Up-state managers of the Metropoli- 
tan Life met recently in Buffalo and 
listened to an address by Frank O. 
Ayres, first vice-president and in charge 
of Ordinary. 








ginia and was its president for three 
years. 

During the World War he was a mem- 
ber of Draft Board No. 4, D. of C,, 
throughout the war period. 


C. F. THOMAS MOTION DISMISSED 

The motion for a receivership for the 
Kentucky State Life, which had been 
made by C. F. Thomas, a stockholder 
and former insurance commissioner, has 
been dismissed by Circuit Judge Allen 
of Jefferson Circuit Court. The suit for 
the receivership had been sought by an 
affidavit because of the company’s dis- 
solution to permit its sale to the Amer- 
ican Life & Accident. Judge Allen held 
that the suit should have been brought 
by petition instead of by affidavit. 


DEATH OF JOSHUA W. ADAMS 

Joshua W. Adams, father of Claris 
Adams, vice-president of the American 
Life of Detroit, died recently in Chicago 
following an attack of influenza. A na- 
tive of Mt. Carmel, Ill., Mr. Adams lived 
in Cleveland for a number of years be- 
fore locating in Indianapolis, where he 
was engaged in the fire insurance busi- 
ness. He moved to Chicago six years 
ago. Besides the son he is survived by 
a widow and two daughters. 





A successful man is one who has tried 
—not cried, says the Northwestern Mu- 
tual. ; 























CENTRAL HANOVER 
trust officers and repre- 
sentatives are men who 
know insurance problems 
and believe in the value 
of life insurance, not only 
as protection, but as an 


investment. 


They offer you 
full cooperation. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
~NEW YORK 


Representatives in London, Paris, Berlin and Buenos Aires 
No Securities For Sale 


CaPITAL, SURPLUS AND UNDIVIDED PROFITS OVER 108 MILLION DOLLARS 
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Talks Against Double 
Tax in Pennsylvania 


ARGUMENT OF JAMES F. BURKE 





Appears Before Finance Committee as 
Counsel for Stock Life Com- 
panies of State 





James Francis Burke of Pittsburgh 
(general counsel for the Republican Na- 
tional Committee) appeared as counsel! 
for the stock life companies of Penn- 
sylvania before the finance committee of 
the senate of that state to make an an- 
alysis of Senate Bill No. 334 the aim of 
which is “to remove the unjust burden of 
a double tax on Pennsylvania stock life 
insurance companies, arising from the 
fact that all these companies in the first 
instance pay to the state treasurer, in 
common with all other stock companies, 
a substantial stock tax.” 

Among other statements made by Mr. 
Burke were these comments: 

The American people at this moment 
are engaged in two contrasting perform- 
ances. On the one hand they are ac- 
cumulating debts that mean burdens to 
be met in the years ahead. 

“On the other hand they are accu- 
mulating sayings, which means lighten- 
ing whatever burdens age or adversity 
may confront us with in the future. 

“There is nothing unusual or revolu- 
tionary in either. They are normal proc- 
esses of civilization. 

Essentials to Progress and Comfort 


“Both are as essential to our progress 
and comfort, as long as they are prac- 
ticed within the limits of prudence. 

“It would be just as absurd to prac- 
tice excessive self denial in order to 
provide excessively for a rainy day, as 
it would to impose excessive tax bur- 
dens on the future by the unnecessary 
expenditures of the present. 

“Civilization has had a _ remarkable 
history of ups and downs—alternating pe- 
riods of prosperity and poverty—but 
never in all its annals have the people 
in every corner of the globe, in a given 
period, faced as many tribulations as the 
epoch through which we are passing at 
the present moment. 

“Everywhere we see proof of the wis- 
dom of those whose past thrift is today 
insuring their homes and their families 
against the hardships from which others 
around them are suffering. 

“On every hand are countless thou- 
sands of cases in which well meaning 
men, women and children are enduring 
the humiliation of being charges upon 
the community. 

“The world sympathizes with both. 

“But out of their adversity we learn 
once more the value of practicing thrift 
and prudently providing for the future. 

“And what agencies induce us to safe- 
guard ourselves against the misfortunes 
and hardships of tomorrow? 

“Of course, the one that stands out in 
bold relief against all others is insur- 
ance. 

“In fact, insurance is an established in- 
stitution—as firm as Gibraltar and as 
permanent as the planets. 

“It is the fruit of one of the most 
unselfish and serviceable of all human 
impulses. 

“It has not only protected millions 
against misery, but it has incidentally 
provided funds by which great enter- 
prises have been created, communities 
developed and the welfare of nations ad- 
vanced. Without the aid of the vast 
sums representing this particular form 
of accumulated savings of a thrifty peo- 
ple, many a great enterprise would 
never have been born. 

“Through all the financial storms of 
the centuries there has been more wis- 
dom and caution manifested and less loss 
suffered in handling and administering 
the great trust funds in the insurance 





A THOUGHT ON TAXATION 
By J. F. Burke 


Let us keep in mind that every 
time the citizen pays an insurance 
premium he imposes a tax upon him- 
self for the benefit of the future and 
those who are to follow him, and it 
is therefore manifestly unwise and 
unjust for the Commonwealth to add 
an additional tax to the burden he is 
already assuming and the voluntary 
sacrifice he is already making for 
what may well be ternfed the general 
welfare of the Commonwealth and the 
community. 











world than in any other department of 
human activity. 

“Therefore, wherever and however we 
can promote thrift through this medium 
of insurance, we should do so. 

“Certainly, we should not impose upon 
it unnecessary burdens in the form of 
taxes beyond the necessity of proper 
governmental supervision of insurance 
activities, and above all, we should not 
add any unnecessary tax burden that 
unjustly discriminates against our own 
domestic enterprises which are not only 
bringing vast sums of money into Penn- 
sylvania for investment, but increasing 
our prestige throughout the country.” 


TO CONSIDER MERGER 





Central States-Home of Arkansas Con- 
tract Coming Up Before Missouri 
Department Monday Morning 
A special commission appointed by the 
Missouri Department of Insurance will 
meet at the home offices of the Central 
States Life in St. Louis Monday morn- 
ing, April 13, to consider the proposed 
reinsurance contract between Central 
States Life and the Home Life of Ar- 
kansas. All stockholders and policyhold- 
ers of the St. Louis company have been 

notified of the hearing. 

The Central States Life was one of 
six companies that submitted bids for 
the $41,000,000 insurance of the Little 
Rock company, and its proposition was 
accepted. The Central States was organ- 
ized in 1910. James A. McVoy is presi- 
dent, George Graham vice-president and 
V. F. Larson secretary. Vice-President 
Graham represented the company in the 
negotiations for the Home Life’s busi- 
ness. 





INSURE FAMILY 
Miss Isabel Norvell and T. W. Greer, 
Jr., of the Atlantic Life have insured all 
members of the family of W. H. Berke- 
ley, Chase City, Va. 





BRANCH MANAGERS 
TWO MEN IN THEIR EARLY THIRTIES 


Extensive home office and field expe- 
rience life, accident, health and group 
insurance desire contract with pro- 
gressive company. Write Box 1169 


THE EASTERN UNDERWRITER 
110 Fulton Street | New York, N. Y. 











FIGHT N. J. INSURANCE BILL 


Representatives of a dozen fraternal 
societies, headed by Assemblyman 
Thompson of Ocean, N. J., voiced disap- 
proval of the Grimm measure, House 294, 
at a hearing conducted last week by the 
House committee on corporations, in 
Trenton. Ross Nichols, secretary of the 
Newark Chamber of Commerce, was the 
principal speaker favoring adoption of 
the bill. The measure would regulate 
the issuance of insurance benefits by as- 
sociations chartered not” for pecuniary 
profit by placing them under supervision 
of the Department of Banking and In- 
surance. 

















PROGRESSIVE, 
PROFIT-BUILDING 
FIELD SERVICE 


Attractive Policy forms, liberal Agency contracts, 
prompt, efficient underwriting service and quick 
payment of claims are some of the major qualities 
that make the Missouri State Life a most desirable 
Company for an Agency connection. 


The Company offers a multiple line of Life, Accident 
& Health, Group and Salary Savings Insurance — a 
Complete kit for the ambitious Agent who seeks 
opportunity to build a profitable business. 


A BILLION AND A QUARTER 


of insurance in force. 


Missouri State Life 


Insurance Company 


Hillsman Taylor, President 
St. Louis 


THE PROGRESSIVE COMPANY 
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New Home Office Building of Canada Life Assurance Co. 


Canada Life Moves Into New Home 
Office; Early History of First Life 
Insurance Company Organized In 

Dominion Filled With Human 


Interest. 


Toward the middle of the past century 
a resident of Hamilton, Ontario, decid- 
ed to have ‘his life insured. To accom- 
plish this he was obliged to travel. by 
saddle, steamboat and stage to New York 
City. He was not only a believer in in- 
surance protection but was an enthusiast 
for its wider use. So strong was his 
conviction of the great benefits of insur- 
ance that he organized an insurance com- 
pany in Hamilton and became one of the 
great pioneer figures in Canadian insur- 
ance history. This man was Hugh C. 
Baker, founder and first president of the 
Canada Life, the first life insurance com- 
pany established in the Dominion. 

In those early days Mr. Baker could 
be seen in the evenings seated at the 
window of a rented office writing poli- 
cies by hand under the light of an oil 
lamp. The first caretaker of the com- 
pany’s office was a man of varied re- 
sponsibilities. He not only opened and 
closed the office, cleaned and lighted 
fires, but he called the board of directors 
together, delivered premium notices and 
otherwise made himself useful for a sal- 
ary of approximately $60 a year. Post- 
age stamps were not introduced into Can- 
ada until 1851. 

President Drew No Salary 


Although Mr. Baker devoted himself 
assiduously to the development of the 
company’s business, he received no sal- 
ary until 1850 when £350 a year was 
granted to him. The records show that 
the only remuneration paid to President 
Baker prior to that time was £150 voted 
to him in January, 1849, by the directors 
in appreciation of his service to the com- 
pany. No fees were paid to directors 
until 1852 when they were given $1 each 
for an attendance. But the directors had 
a keen sense of their responsibilities. 
The company was successful. It had a 
really splendid growth for the period. As 
the assets increased and the amount in- 


vested became substantial the directors 
were concerned about the safety of ne- 
gotiable securities held as there were no 
burglar-proof vaults in those days. An 
ingenious safety measure was decided 
upon. The bonds owned by the company 
were cut in two, one-half being placed 
with the bank and the other kept in the 
office of the company. But the issuers 
of the bonds objected to the practice and 
it was soon discontinued, 

In the company’s first financial year 
the receipts amounted to £2,153 and the 
expenses to only £380. Policies were is- 
sued for as little as $125 “to encourage 
the working classes to take out life in- 
surance.” For the first few years the 
limit of insurance that would be accept- 
ed on any one life was $5,000, i. e., £1,000. 
New Building Marks Historic Milestone 

The modest beginnings of the Canada 
Life serve only to intensify the interest 
in the company’s most recent major his- 
torical event—the opening of its new 
home office building in Toronto. In its 
eighty-four years the Canada Life has 
occupied three home offices. The first 
was a modest three story building erect- 
ed in Hamilton in 1856. The second, an 
imposing structure erected in 1883, was 
thought to be a permanent home for the 
company but again the growth of the 
Canada Life was such that enlarged home 
office facilities had to be provided in 
1899. When the company moved the 
other day to the University Avenue site 
it had been occupying five buildings at 
Bay and King streets. 

The new building, an exceedingly beau- 
tiful structure and now a landmark of the 
city, is in fact only the first unit in 
the company’s building plans for the fu- 
ture. Although it contains an enormous 
amount of floor space, more than 281,000 
square feet in fact, there will be no out- 
side tenants, the entire building being 
given over to the Canada Life. 


As the accompanying picture shows, 
the new Canada Life Building is in a 
beautiful setting allowing for liberal fu- 
ture growth. One of the tallest buildings 
in Toronto, it rises 280 feet from the 
sidewalk to the top of the observation 
tower which is one of the architectural 
beauties of the structure. 

The moving of the company’s records 
and equipment from the old buildings 
at King and Bay Streets to the new lo- 
cation on University Avenue, was the 
largest moving undertaking in the expe- 
rience of Toronto but it was all carried 
through on schedule without mishap. The 
moving started on Friday at noon, was 
completed at midnight Saturday and the 
Canada Life’s 700 employes were at their 
desks and business was going along as 
usual the following Monday morning. 
Six hundred loads of equipment were 
actually transferred. Not much furniture 
was moved with the exception of that 
in the executive offices because new 
desks, chairs and other office equipment 
had been installed on all department 
floors. Most of this equipment was espe- 
cially designed for the use to which it 
was to be put. The bulk of the moving 
was made up of the transfer of hun- 
dreds of filing cabinets and records, all 
extremely important and valuable in the 
company’s business. Many of these rec- 
ords go back to the early days of the 
company. 

Architectural Beauties of Building 

One characteristic that is notable in 
this handsome new building is the use 
,of marble and fine woods. A new note 
in office structure interiors is revealed 
in the white metal doors and liberal use 
of stainless steel instead of bronze. This 
produces a striking and unusual effect. 

There are three beautiful and impres- 
sive entrances from University Avenue 
and one from Simcoe Street. Limestone 
facing has been used on all sides. In 
the spacious elevator lobby the walls are 
of St. Genevieve marble while the ceil- 
ing is decorated in gold leaf laid on or- 
namental plaster. Supporting this are 
four rectangular and six cylindrical col- 
umns of granite cut in Aberdeen. The 
floor is also of marble bordered in mo- 
saic. Facing the central University 
Avenue entrance, the crest of the com- 
pany in bronze plaque form has been 
sunk in the floor of the main lobby. 

On the seventeenth floor is a visitors’ 
observation room finished in cream and 
surrounded by a terrace. One of the 
most beautiful rooms in the entire build- 
ing is the board room on the fifteenth 
floor. The walls have been finished in 
apple green and the ceiling in cream. 
Corded oak blocks are used as flooring 
in the room which measures twenty-one 
by forty-six feet. Ornamental columnar 
supports have been used at each corner 
and the room is lighted by five high win- 
dows, the metal work of which is painted 
green, An added touch to this fine room 
is the large fireplace which has been 
faced with Renfrew marble. 

The executive dining room on the 
twelfth floor is another splendid room. 
Here also is found a roof promenade. On 
this floor is the kitchen and bake-shop. 

The executive offices are on the elev- 
enth floor. The entrance lobby to the 
executive suites is panelled to the ceil- 
ing with Renfrew marble and is flanked 
on each end by marble arches. Even 
the elevator door frames have been car- 
ried out in Renfrew marble. The gen- 
eral manager’s suite consists of four 
rooms finished in green with oak floors. 
The main room has a shining steel fire- 
place with marble mantle. The four- 
room suite of the president is also fin- 
ished in green stipple effect with a fire- 
place similar to that in the general man- 
ager’s suite. 

The growth of the business of the Can- 
ada Life has naturally been as striking as 
the contrast in its several home offices. 
At the end of 1855 the company had 
total assets of $217,000. At the close of 
business last year its assets amounted 
to $188,225,000. Likewise the business in 
force which at the earlier period was 
about $2,350,000 had become at the end 
of 1930 $1,015,711,000. 











A HAPPY 
COMBINATION 


THE HOME LIFE 
“A Company of Opportunity” 
RUSSELL SIMONS AGENCY 
*An Agency of Opportunity” 


The programme of both this 
company and agency is a de- 
velopment along QUALITY not 
QUANTITY lines. We are there- 
fore not competing for volume 
of business or volume of 
agents. 


We are, however, definitely 
interested in presenting to a 
limited number of men who 
can qualify a real opportunity. 


Ask ‘yourself these questions: 
Am I a successful producer? 


Am I a leader with the ability 
to attract other men, train 
and make them successful? 


If so we will give you the op- 
portunity of proving this, first 
in our agency and later in our 
company. 





The Home Life Pre- 
ferred Plan has reduced 
sales resistance for Home 
Life men to a minimum. 








. 


If you are one of the men we 
are looking for get in touch 
promptly with 


RUSSELL M. SIMONS 


General Agent 


“Home Office Building” 
City Hall Square 
256 Broadway, New York 


Phone: BArclay 7-6860 
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Practical Suggestions to Help the Man With the Ra 





Cc 


Book Increase His Income and General Effickency 


The Central Han- 


Accept over Bank & Trust 
This Bank’s Co. of New York, 
Viewpoint with capital funds of 


more than $100,000,- 
000, some weeks ago declared in an ad- 
vertisement in the New York Times that 
“Central Hanover believes that life in- 
surance should be your first invest- 
ment.” 

If a great banking institution pro- 
claims that view of life insurance, com- 
ments the Penn Mutual News Letter, 
why should any life underwriter hold to 
the discarded dictum that “life insurance 
is not an investment,” and by that atti- 
tude deprive himself of business and pos- 
sible clients of life insurance service? 

* * * 


The 1931 life un- 


Stress On derwriter will do well 
Modern to give plenty of 
Phases thought to three 


phases of the busi- 
ness which demand his consideration at 
present, declared Warren E. Diefendorf, 
Mutual Life manager in Brooklyn, 
speaking before a recent agency meet- 
ing. He urged that studied attention be 
given by the agents to: 
1. The educational training available 


today. ‘ 

2. The use of life insurance as an in- 
vestment. 
3. The use of the life insurance trust. 
* * * 

The objection, 
“We've Had “We've had too much 
Too Much sickness in the fam- 
Sickness” ily,” is a rather fre- 


quently encountered 
one. Here is how J. W. Bayles of the 
Acacia Mutual answers this rebuff: 

“I am sorry to hear this, but if you 
should pass out under these conditions 
and your wife is physically unable to 
support the children—what then? If it 
is hard for you now, it would be impos- 
sible for her then. 

“Anything worth while means person- 
al sacrifice and remember it is not money 
alone that buys protection. One of the 
saddest things in the world is for a doc- 
tor to tell you or anyone that he is sorry 
but you cannot pass the examination. 
Can you pass now? Do you know you 
will be able to later?” 


* * * 

For long years a 
Debunking popular legend has 
a Popular existed to the effect 
Legend that the proceeds of 


a life insurance es- 
estate usually are squandered within a 
few short years after the money reaches 
the hands of beneficiaries, says the 
Union Central Agency Bulletin. Occa- 
sional instances where thoughtless bene- 
ficiaries have dissipated the life insur- 
ance money left them have been used 
as a foundation for the theory that this 
is the general rule, and not the excep- 
tion, 
George L. Williams, vice-president of 
the Union Central, recently pointed out, 
after an investigation of 739 claims in- 


volving $9,500,000 of insurance had been 
made, that only in thirty-two cases in- 
volving insurance of 1.3% of the total 
investigated was there a dissipation of 
the life insurance money. 

We are grateful for this refutation of 
the common indictment against life in- 
surance beneficiaries, comments the 
Agency Bulletin, because it throws a 
new light on our business and gives us 
a new conception of the work that lies 
before us. It is good to have this vindi- 
cation of the average housewife—to 


know that she who can make a dollar of 


her household money go twice as far as 
her husband could, is just as thrifty and 
careful with the life insurance money he 
leaves as she was with her weekly ex- 
pense allowance when he was alive. 

We know now that life insurance pro- 
ceeds, with mighty few exceptions, are 
doing exactly what they are supposed to 
do, “to the extent that their amounts 
permit.” 

And right there is the catch. More 
than half the life insurance estates that 
are left are less than $5,000. Hardly any 
wonder, then, that they should be gone 
after a very few years, even though 
guarded with the greatest of care. Not 
even settlement options and life insur- 
ance trusts can conserve an estate that 
isn’t great enough to do the work as- 
signed to it. 

* * * 


It is surprising how 


An little life insurance is 
Unexploited sold to people who 
Field are interested in pro- 

viding legacies for 

charitable institutions. In this way a 


man or woman can provide a definite 
fund guaranteed against shrinkage. Re- 
cently a New York woman, Mrs. Nicho- 
las M. Pond, in taking out a policy on 
“Stonywold,” a tuberculosis sanitarium 
for working women located near Sara- 
nac, N. Y., remarked on the value of life 
insurance in this regard. She asserted 
that Dr. H. B. Powers head of the in- 
stitution, is strongly in favor of this kind 
of a legacy, adding, “As all those in char- 
ity-institutional work know, there is no 
disappointment quite equal to that of 
being told, after a certain sum has been 
willed to the institution, that the estate 
could not pay it. It is to prevent this 
sort of disappointment, as far as my will 
is concerned, that I have taken out a life 
insurance policy.” 





$1,000,000 GAIN IN FIRST QUARTER 





Record of J. P. Graham Agency of Aetna 
Life Points to 100% Increase Over 
1930 Volume So Far 


The James P. Graham agency of the 
Aetna Life in New York came through 
the first quarter of this year with a gain 
in paid-for volume of $1,000,000 over the 
same period of 1930. This represents an 
increase of 100%. 

General Agent Graham is confident 
that from present indications the agency 
will continue to show a substantial in- 
crease in volume throughout the year. 


1851 


Pittsfield 


Eightieth Anniversary Year 
BERKSHIRE LIFE INSURANCE COMPANY is 
proud of its record for past year. 

The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 

New policy contracts—keeping pace with public demand. 
“Ask Any Berkshire Agent.” 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1931 
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New Cleveland Manager 
For Continental American 























RAYMOND A. FERRIS 


Raymond A. Ferris has been appointed 
manager of the Cleveland branch office 
of the Continental American Life. He is 
one of the best known life insurance men 
in that city as he is a former president 
of the Cleveland Life Underwriters’ As- 
sociation, ; 

Mr. Ferris has been associate state 
agent for the National Life of Vermont. 
Before that he was general agent of the 
New England Mutual in Cleveland. 


REPLIES TO WILL ROGERS 


Theodore M. Riehle Tells How Life In- 
surance Surges Ahead of Liberty 
Bonds as an Investment 

Theodore M. Riehle, well known Equit- 
able Society representative in New York 
City, took occasion last week to set Will 
Rogers right as to the value of the life 
insurance investment. 

Rogers, in one of his recent daly mes- 
sages to the New York Times, praised 
the remark of Robert C. Gillis that “the 
only investment that has proven sound 
during all this mess is the Liberty Bond.” 
To which Mr. Riehle replied by telegram 
as follows: “What about life insurance 
and annuities? Their value did not de- 
preciate one cent at any time. They 
were always worth exactly what the con- 
tracts said they were worth. Liberty 
Bonds at one time went under eighty- 
five.” 








A. E. PATTERSON PRODUCTION 

The Alexander E. Patterson agency 
of the Penn Mutual Life, Chicago, dur- 
ing March exceeded its paid production 
of March, 1930, by 20%. For the quar- 
ter just ended this agency had a gain 
of 5% over the corresponding quarter 
of 1930. The volume paid for in March, 
1931, was $1,303,174, making the twenty- 
fifth consecutive month that one million 
or more was produced, 
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The Formula of Success 


IFE INSURANCE can be explained in plain, everyday 
The facts can be simply stated. People need to 

be told about life insurance by one who knows life insurance 
and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all Standard forms of life insurance. 


It has many practices to broaden and 
expedite service for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York 


Disability and Double 


New York, N. Y. 
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Business Men’s Assurance Building 


First to Greet Kansas City Visitors 


One of the first things to greet the 
eye of a visitor to Kansas City is the 
new home office building of the Business 
Men’s Assurance which is located direct- 
ly across from the Union Station Plaza. 
Just about six months old, this ten-story 
structure is the only large office building 
in the city with storage garage for its 
own tenants, the garage capacitv being 
eighty-five cars. Because of its ideal lo- 
cation the building occupies a position 
of prominence and has received much 
favorable publicity. The Business Men’s 
Assurance occupies the four top floors, 
a large portion of the second floor and 
basement space. 

Among the interesting features of the 
B. M. A. home offices are light, airy 
private offices for its executives, a sound- 
proof stenographic department, an at- 
mosphere of hospitality that makes one 
want to return often after his first visit, 
and-a birdseye view of more than 300 
men and women constituting the home 
office staff working under ideal condi- 
tions. The B. M. A.. organized in 1909, 
now has a field staff of 700 full time 
salesmen and branch offices in sixteen 
of the larger cities through the thirty- 
one states in which it is doing business. 





FROM INVESTMENT VIEWPOINT 





Return Over a Long Term Period 
Pointed Out By William Macfarlane 
of New York Life 
In a brief discussion of life insurance 
from an investment point of view Wil- 
liam Macfarlane, third vice-president and 

actuary of the New York Life, said: 

“In these days of financial setbacks 
and necessity for replacements, when 
people are looking for avenues for safe- 
ty for accumulating funds for long term 
investment, in addition to the creation 
of immediate estates, life insurance 
springs sharply to the fore. Let us con- 
sider a man taking out a New York 
Life policy at age 35 for $10,000 on an 
Ordinary Life plan paying a premium of 
$281.10. Of course, if he dies in the first 
or second year or in any of the early 
years after his policy is issued, the re- 
turn on even his full premium payments 
considered as an investment is enor- 
mous. But he must pay for this creat- 
ing of immediate estates, and he does 
so by contributing to the common pool. 
But, what is the return as an investment 
after deducting his payment for this pro- 
tection of immediate estates if he wishes 
to withdraw after a number of years? 
The company’s publication, ‘All About 
Dividends, 1931,’ shows that on the 1931 
dividend scale and interest rate an Or- 
dinary Life at age 35 as above would 
mature in twenty-eight years if all divi- 
dends were left on deposit with the com- 
pany at interest provided the dividend 
scale and rate of interest remain un- 
changed. On this basis the insured 
would then have a policy worth $10,000 
in cash. 

“For illustration purposes, if we deduct 
from the premium of $281.10 a contribu- 
tion or guarantee to the common pool 
or risk premium each year of $130 ($130 
is approximately the cheapest premium 
which any person in the United States 
can obtain for term insurance, running 
for twenty-eight years at age 35) we 
would’ then have left an annual invest- 
ment deposit of $151.10 (the difference 
between $281.10 and $130). If you in- 
vested $151.10 each year for twenty-eight 
years and the deposits earned interest 
for every day in the year—never missing 
a day—it would require 514% compound 
interest for these annual investment de- 
posits with interest to amount to $10,000 
in twenty-eight years. This is a strik- 
ing illustration of what a remarkable 
— a life insurance policy can 
be.” 








RULES ON ALABAMA MERGER 





New Corporation Must Pay State Filing 
Fee; Agents Required to Take Out 
New Licenses 

When two insurance companies merge 
the new consolidated corporation must 
pay a filing fee in accordance with the 
law, even though such fee has been paid 
by the two former companies. Such was 
the ruling of Attorney General Thomas 
E. Knight, Jr., of Alabama, furnished 
to the state’s superintendent of insur- 
ance, Charles C. Greer. Mr. Knight also 
held that the agents of the consolidated 
company will be required to take out 
new licenses although they held licenses 
to represent the former companies. These 
decisions followed up the recently an- 
nounced merger of the American Se- 
curity Life and the American Standard 
Life, Birmingham, Ala., companies. 
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The Lincoln National Life 
Insurance Company, Ft.Wayne, 
Ind.,nears the BILLION CIRCLE 


Insurance inforce January 11931 more than 


890 MILLIONS 
Sy 









Henry R. Vermilye’s 
Death Was Unexpected 


WAS ON ROAD TO RECOVERY 





Penn Mutual General Agent Spent Many 
Years in Insurance; Once a Wash- 
ington Life Official 


New York insurance circles were 
grieved last week to hear of the death 
of Henry Rowland Vermilye of Engle- 
wood, N. J., member of the Goulden & 
Vermilye firm, general agents for the 
Penn Mutual Life in New York City. 
He was sixty-two years of age. On Feb- 
ruary 5, Mr. Vermilye was taken to the 
Englewood Hospital following an auto- 
mobile accident and he was a patient 
there for five weeks. Since he had ap- 
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1930’s Record 


So far as results achieved are concerned, 1930 proved as 
good year for the Guardian Fieldman as its record-breaking 


The Guardian’s new paid for business last year was 
$87,560,322—practically equalling 1929’s peak production 
which, in turn, was 16% greater than that for any previous year. 


The amount of insurance in force with the Company in- 
creased to $502,763,636—more than double the total of six 


An illuminating insight into The Guardian’s progress is 
given in the following brief comparison: 


1924 
New Business Paid For. $ 45,251,784 $ 72,159,246 $ 87,560,322 
Total Insurance in Force. 250,134,633 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


1927 1930 


373,838,773 502,763,636 


- NEW YORK CITY 








parently seemed on the way to complete 
recovery his death was quite unexpected. 

Mr. Vermilye was born in Newark and 
was graduated from Williams College. 
His first insurance experience was gained 
with the Washington Life in New York 
City with whom he was associated a 
great many years, finally becoming comp- 
troller of the company. Later he joined 
the New York Life as an auditor until 
1915, when William J. Rooney, Penn 
Mutual general agent, offered him a part- 
nership. The Rooney & Vermilye or- 
ganization functioned until April of last 
year when the agency combined with an- 
other veteran Penn Mutual agency, that 
of J. A. Goulden & Son, forming the 
Goulden & Vermilye agency. Mr. 
Rooney, a large personal producer, 
stayed with the organization. 

In addition to being general agent, 
Mr. Vermilye did an extensive broker- 
age business in New York City. His 
son, Henry, Jr., is associated with the 
firm and is now taking charge of this 
business. Before joining the agency, 
Henry Jr., was a special agent for the 
Niagara Fire in northern New York. 

Surviving Mr. Vermilye are his wife, 
Mrs. Ethel deForest Vermilye, daughter 
of Robert W. deForest, president of the 
Metropolitan Museum of Art, New York 
City; his son, Henry; a daughter, Mrs. 
Gladding B. Colt, of Englewood; a 
brother, W. Gerard Vermilye of Tenafly, 
N. J.; and two sisters, Mrs. Arthur L. 
Patrick of Elvria, Ohio, and Mrs. Henry 
B. Patrick, of West Newton, Mass. 





EVERY DAY IS INSURANCE DAY 





Advertisement of Washington Loan & 
Trust Co., Published in Daily 
Papers 
The Washington Loan & Trust Co. of 
Washington, D. C., recently produced an 
attractive and business-getting adver- 
tisement in a Washington newspaper oc- 
cupying about one-fourth of a newspa- 
per page, headed, “Every Day is Life 
Insurance Day.” The advertisement 
continued in part: “As trustee of many 
life insurance trusts, we have found that 
local life insurance representatives are 
doing splendid service for their clients. 
“They come to us with their clients 
to create a deed of trust to assure the 
wise investment of insurance proceeds, 
to act as guardian or advisor for those 
who are bereft and to see that the in- 
surance money is employed as the in- 

sured intended. 

“Your own insurance agent can ex- 
plain a modern life insurance trust to 
yuu. Talk with him about it, or, if you 
have no agent, come to us. 

“We do not sell life insurance, but we 
can make insurance double sure—a per- 
manent provision for those who will need 
it when you are gone.” 
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Submit R. A. Brennan As 
N. Y. Liquidation Chief 


NAME GOES TO CIVIL SERVICE 





Now Special Deputy Superintendent of 
Banks in Charge of Various Liquida- 
tions; War Veteran 





George S. Van Schaick, superintend- 
ent of insurance, announces that he had 
submitted to the Civil Service Commis- 
sion. for provisional appointment the 
name of Richard A. Brennan of 1803 
Beverley Road, Brooklyn, N. Y., to be 
chief of the Liquidation Bureau of the 
Department of Insurance. The vacancy 
was caused by the resignation of Clar- 
ence C, Fowler, who retired on March 
1, 1931, to become a member of the firm 
of Cabell, Ignatius & Lown, of New 
York. 

Mr. Brennan is 34 years of age, and 
was born in New York City. He is a 
world war veteran, having served for a 
year and a half overseas with the field 
artillery. For seven and a half years 
he was with the Guaranty Trust Co. of 
New York. On October 1, 1925, he went 
with the Banking Department of the 
State of New York as an examiner. 
Three years ago he became Special Dep- 
uty Superintendent of Banks in charge 
of various liquidations. He has been in 
charge of the liquidation of the Chelsea 
Bank & Trust Co., the World Exchange 
Bank and other banks taken over by the 
Banking Department. 

Mr. Brennan has shown unusual abil- 
ity in the liquidation field, and is con- 
sidered one of the most skilled liquida- 
tors in the United States. 





JUDGES IN HEALTH CONTEST 





Clarence A. Ludlum and Dr. Louis I. 
Dublin Have Been Active on National 
Committee 
Two insurance men have been actively 
identified with the 1930 National Inter- 
Chamber Conservation Contest, conduct- 
ed by the Chamber of Commerce’ of the 
United States with the co-operation of 
the American Public Health Association. 
They are Clarence A, Ludlum, former 
vice-president of the Home, who ‘was 
chairman of the board of judges, and 
Dr. Louis I. Dublin, statistician of the 
Metropolitan Life, who was a member of 

the contest’s grading committee. 

The winning and honor cities have 
been announced and awards will be pre- 
sented at the annual meeting of the 
National Chamber to be held in Atlantic 
City April 28 to May 1. The cities show- 
ing the best records in their respective 
size classes are: Detroit, Newark, New 
Haven, Racine, Wis.; Alhambra, Cal., 
and Chestertown, Md. 


RIEHLE WESTERN TALKS 

Theodore M. Riehle of the Riehle 
Agency of the Equitable Society, N. Y. 
C., will address the Life Underwriters’ 
Associations of Chicago and St. Louis 
on April 15 and 16. He will give his 
latest talk on “Prospecting,” one of the 
hits at the recent Sales Congress here. 








NO TEXAS INVESTMENT CHANGE 

Those who have been active in seek- 
ing a modification of the Robertson Law 
in Texas this year now concede that 
there is no hope of an amendment during 
the present session of the legislature 
which has less than thirty days remain- 


ing. 


New Metropolitan Bldg. 
Has Maximum of Light 


MANY COLUMNS OF WINDOWS 





28 Stories Above Street and Four Below; 
Three of Under Street Floors Will 
Have Restaurants and Kitchens 





The Metropolitan Life has made pub- 
lic details of the first unit of the com- 
pany’s new building, facing Fourth Ave- 
nue, between Twenty’-fourth and 
Twenty-fifth streets, New York, designed 
to have the maximum amount of natural 
lighting facilities, supplemented by lat- 
est type of artificial lighting system. It 
has long columns of windows, a thousand 
in all. 

This first unit—eventually the entire 
block will be covered—will rise 28 stories 
above street level although it will in real- 
ity be a 32-story building since plans call 
for four stories above the street level. 
A feature of the new building will be 
an interior arcade extending around the 
building to furnish indoor sidewalks for 
the employes with entrances at all four 
corners of the building. 

With their offices arranged like mod- 
ern banking quarters the first floor of 
the new building will be occupied by 
sections of employes having contact with 
the public. Three of the floors below 
the street level will be occupied by din- 
ing rooms and kitchens. 





WILL HEAR MacNIDER 
At the Prudential banquet at the Com- 
modore April 16 1,200 delegates who will 
attend the annual conference of the Pru- 
dential will hear Hanford MacNider, U. 
S. Minister to Canada and former Assist- 
ant Secretary of War, and Paul C. Mar- 


tin, well known Springfield (Ohio) 
attorney. Edward D. Duffield will be 
toastmaster. 





Frank L. Lane of the Home Life, 212 
Fifth Avenue, New York City, and C. 
C. Robinson of the Insurance Salesman, 
were in an automobile smash in West 
Virginia. Both were thrown out of the 
car which was demolished. Neither 
was seriously hurt. 





Rhode Island Life Insurance Co. is 
the name of a new company expecting to 
write ordinary and industrial policies, for 
which an application for charter is pend- 
ing in the Rhode Island Legislature. 














Best Industrial and Ordinary Protection Under Colonial Policies 
THE COLONIAL LIFE INSURANCE CO. 


33 Years in Business 
Home Office: Jersey City, New Jersey 
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Family Income Plan of 
Guardian Announced 


WITH ALL FORMS EXCEPT TERM 





No Reduction in Guaranteed Values; 
Issued to Standard Male Risks 
Only; Details of Policy 





The Guardian announces a Family In- 
come Plan in the form of an agreement 
which may be attached to any of its 
policy forms except Term, issued to 
standard male risks only, with or with- 
out the Disability Waiver or Premium 
prcvision. It will be issued in two forms, 
Plan A and Plan B. The new agree- 
ment provides a guaranteed monthly in- 
come for 20, 15 or 10 years from the 
date of the agreement. Under Plan A 
the monthly guaranteed income paid 
during the period specified in the agree- 
ment is $7.50 per $1,000 face amount of 
the policy. Plan B provides for a guar- 
anteed monthly income of $10 per 
$1,000 face amount of the policy and is 
payable over like periods. In addition 
to the guaranteed income, excess inter- 
est is paid. 


Guardian Explanation 


In a statement the Guardian says in 
part: 

In the event of the policy becoming a claim 
by death during the period contracted for, the 
face amount of the policy independently of 
either Agreement A or B, is payable imme- 
diately either in cash or under any of the 
policy options of settlement. 

If the face amount of the policy is left under 
the interest option with the company for the 
duration of the Family Income period, the guar- 
anteed monthly income will be increased by 
$2.50 per $1,000 face amount of the policy. In 
other words, if this option of settlement were 
elected, a policy with the Plan A agreement 
would provide $10 per month per $1,000 face 
amount of the policy—$7.50 per month from 
the Family Income Plan and $2.50 per month 
on the principal sum left at interest. 

Similarly, with Plan B the policy would pro- 
vide $12.50 per month per $1,000 face amount of 
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the policy—$10. per month from the Family In- 
come Plan and $2.50 per month guaranteed in- 
terest on the principal amount left at interest. 

In both instances the guaranteed monthly in- 
comes would be further increased by excess in- 
terest payments which on the basis of the 
Guardian’s present 5%. interest rate would be 
2% additional interest on the principal sums 
involved. 

The addition of the Family Income Agree- 
ment to the policy does not in any way af- 
fect the cash values, etc., of the original policy. 

The additional premium for the Family In- 
come Plan is payable for a limited period only 
—16 years on the 20-year plan; 12 years on 
the 15-year plan; and 8 years on the 10-year 
plan. 

Three thousand dollars is the minimum 
amount of insurance which will be written with 
the Family Income Plan. The agreement may 
be added to existing insurance. 





FOUR MEETINGS IN TEXAS 





Lackey, Pritchard, Huebner, Cummings 
and Hittson Address Regional Meet- 
ings in State’s Larger Cities 
A group of prominent life insurance 
representatives toured the larger cities 
of Texas last week addressing regional 
meetings at the various stopping points. 
The group comprised George E. Lackey. 
president of the National Association of 
Life Underwriters; Mrs. W. S. Pritch- 
ard, head of the Women’s Division of the 
association; Dr. S. S. Huebner, dean of 
the American College of Life Underwrit- 
ers; Dan Cummings, Texas manager of 
the Kansas City Life; and R. A. Hittson 
of Austin, president of the Texas Asso- 
ciation. The party attended meetings 
at Dallas, Amarillo, Houston and San 

Antonio. 





CALDWELL’S 3 INDICTMENTS 


Rogers Caldwell of Nashville, Tenn., 
bankrupt investment banker whose plans 
of merging a number of life companies 
into a big life group went to pieces with 
the failure of Caldwell & Co. last No- 
vember, is now under three indictments 
—two in Tennessee, one Federal and 
one State; and one in Kentucky under 
the state courts. He was last indicted 


- by the Jefferson County Grand Jury, 


Louisville, on April 3 on the grounds of 
making a false statement in writing in 
order to obtain credit. 





ON BANK OF U. S. JURY 


Ralph Reed Wolfe, field editor of the 
Spectator, is one of the jurymen in the 
trial of Bernard K. Marcus, president 
of the closed Bank of United States in 
New York City, and three associates for 
misapplying funds belonging to the bank. 





MRS. HARRIETT KENDALL DIES 


Mrs, Harriett Kendall, wife of Harry 
R. Kendall, chairman of the board of 
the Washington-Fidelity National Life 
of Chicago, died last week and was bur- 
ied in Cave Hill Cemetery, Louisville, 
Ky., Saturday, April 4. Mrs. Kendall, 
formerly of Louisville, went to Chicago 
about six years ago when Mr. Kendall 
and associates merged the Fidelity, Life 
& Accident, the Washington and others. 
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McKenzie On Co-operation 


(Continued from Page 3) 


same enthusiasm and courtesy as a man 
who already possesses wealth. 


No. 4—THERE IS A CERTAIN 
TEMPTATION ON THE PART OF 
SOME TRUST REPRESENTATIVES 
TO SUGGEST NOT ONLY THE 
CHANGE OF POLICIES BUT , IN 
SOME INSTANCES THE SURREN- 
DER OF THEIR CASH VALUE. 


A very good friend of trust companies 
sound this warning: “I am a great be- 
liever in the funded trust, provided the 
trust company does not lean over back- 
wards in its endeavor to secure the ini- 
tial deposit for the funded trust in using 
any part of the cash value of the in- 
surance that is being used to create the 
trust.” 

Another 
states: 


“T have been told on very good author- 
ity that the representatives of some 
banks recommend the surrender for its 
cash value the life insurance that an un- 
derwriter had been instrumental in plac- 
ing. under an unfunded life insurance 
trust in order to form the investment 
part of a funded life insurance trust and 
the purchase of new insurance to replace 
that surrendered. This is obviously a 
temptation that always exists in the same 
way that a life underwriter may be 
tempted to recommend the surrender and 
replacement of old insurance because of 
the additional fees or commissions in- 
volved.” 

From the West comes the following 
comment: 


The tendency growing on the part of 
some banks to encourage twisting and 
replacing of policies, using the cash value 
as the corpus of a funded trust will do 
more than anything else to discourage 
the co-operation between life underwrit- 
ers and trust companies. 


No. 5—INSURANCE COMPANIES 
THROUGH THEIR GUARANTEE OF 
INCOME AND PRINCIPAL AND 
THEIR DIVERSIFICATION OF IN- 
VESTMENT OFFER GREATER SE- 
CURETY. 


A middle western executive expresses 
his opinion in this way: 

“The life insurance companies through 
their great diversification of investments 
without participation in the great com- 
mon stock field cannot help but secure 
more safely funds of the insured than 
can a small trust company which must 
depend upon the opinions of a few in- 
vestment experts.” 

One of the large general agents of an 
old New York company adds _ this 
thought: 

“Generally speaking, I think there is 
less chance of life insyrance companies 
failing to pay the faces of their policies 
in income under the modes of settlement 
than is the case of the banks and trust 
companies—the number of failures this 
year have been quite large and makes one 
opposed to them. 

From a large producer in North Caro- 
lina: 

“I believe your method of pooling in- 
vestments for more moderately sized 
trusts is a big contribution to populariz- 
ing the combined service. I believe that 
something like ‘FUND C’ of the City 
Bank Farmers Trust Company should be 
established by all of the trust companies, 
thereby making the trust itself sounder 
and more diversified. 


Raises Question of Giving Leads 


No. 6—TRUST COMPANIES ARE 
TAKING ALL THE BUSINESS, BUT 
\RE REFUSING TO RECIPROCATE 
TO THE EXTENT OF GIVING 
LEADS OR RECOMMENDING UN- 
DERWRITERS TO CLIENTS OF 
THE BANK. 

One of the best known underwriters in 
Boston contributes this statement: 

_“T am a great believer in the coopera- 
tive movement as between the trust com- 
panies and life underwriters, but am dis- 


New England underwriter 


appointed that it has not shown greater 
results up to the present time. It is par- 
ticularly unfortunate also that life under- 
writers generally do not seem to have 
gotten any considerable amount of busi- 
ness that they themselves can actually 
trace to this cooperative movement. 


“I may be wrong, but I feel it is due 
to the fact that so far the trust compa- 
nies or trust departments of national 
banks have failed to see the advantage of 
actually tying up with a definite group of 
underwriters and lending their entire in- 
fluence to this group, rather than trying 
to keep in touch with all underwriters. 

“The situation in most cities, from 
what I can find, is the same as in Bos- 
tun; namely, that the banks are afraid to 
endorse a particular agent to handle a 
special case and the result is that the 
trust company or bank seldom gets credit 
for having originated such business, and 
in many cases the underwriter does not 
know of the part played by the trust 
company in the development of the busi- 
ness. 

“Why don’t the various trust compa- 
nies and banks agree to work principally 
with certain individuals? Let the best 
men be associated with the various insti- 
tutions and confine their efforts as far 
as possible in an intensive co-operative 
movement, and in the long run much bet- 
ter results will be secured for both.” 

An Eastern manager reasons along 
these lines: 

“T think the trust officers are a little 
too timid in discussing with the prospect 
at an early stage of the proceedings the 
life underwriter with whom he would 
naturally take up his life insurance prob- 
lems. We do that as to the trust officer 
very early in the approach and have no 
difficulty generally to get in touch with a 
preferred trust officer. It seems to me 
that great improvement can be made 
along this line by the trust officers very 
early taking up with the prospect the 
matter of the life insurance contact.” 


NO. 7—THE UNDERWRITER BY 
PERMITTING THE TRUST COM- 
PANY TOO ACTIVE A PART IN 
THE SOLICIATION OF BUSINESS 
IS COMPLETELY SUBMERGED. 


I received this statement from a widely 
known insurance man: 

“The underwriter is at fault, and seri- 
cusy so, when he feels that the trust 
company is an agency at his beck and 
call, designed for the purpose of earn- 
ing for him, the underwriter, commis- 
sions which he cannot earn himself. We 
know that this condition is quite too 
prevalent and it is a destructive influ- 
ence in the co-operation between the two 
agencies.” 

And from another: ; 

“My greatest criticism is directed 
against the underwriters in permitting 
the trust company and their representa- 
tives to take as active a part in the so- 
licitation and negotiation of the life in- 
surance as they do. I find by a heavy 
majority that life underwriters expect 
too much from the trust companies in 
the initiation of new life insurance busi- 
ness. Sooner or later there will be a 
very uncertain reaction to this when the 
trust company representatives will feel 
that, as they are to do all of the life in- 





surance work, they will be entitled to life 
insurance compensation.” 


* * * 


Insurance Business Believes in Trust 
Service 


Lack of space does not permit me to 
cover entirely the objections from all 
underwriters, I believe that the insur- 
ance business as a whole is completely 
sold on the service which the trust com- 
panies have endeavored to render. At a 
mecting in New York of prominent in- 
surance men, the following statement 
was made: The trust companies through 
their excellent co-operation in advertis- 
ing the value of life insurance, have done 
more within the last few years to rec- 
ommend its service, both as protection 
and as an investment, than life insur- 
ance companies themselves. It is un- 
necessary for me to bring to the atten- 
tion of my readers the necessity for the 
further education of our. trust officials 
along selling and insurance lines. If an 
underwriter calls on the phone, making 
an appointment for one of his clients, 
and we fail to provide him with an indi- 
vidual who is able to talk intelligently 
of the value of both estate creation and 
conservation, we may assure ourselves 
that no further business may be expected 
from this underwriter. 

T will touch but briefly on the various 
methods of co-operation used by trust 
companies: 

1. A NEW BUSINESS DEPART- 
MENT, the personnel of which is avail- 
able at all times to accompany the un- 
derwriter on his case. 


2. AN ESTATE ANALYSIS DE- 
PARTMENT, which is qualified to take 
and invest the man’s holdings with due 
regard to the present economic value of 
his earning power and, through an esti- 
mate of his estate depreciation, make 
definite recommendations which will 
bring clearly before the mind of the cli- 
ent a complete picture of the future 
financial situation of his family. 

3. A series of educational courses for 
life underwriters on trusts and _ wills, 
which will give them the necessary work- 
ing knowledge to discuss estate plans 
with their clients. 

4. Advertisements in the daily papers 
recommending life insurance for protec- 
tion and investment. 

In New York City, T believe, one trust 
company is issuing an agreement for 
service, which is given only to those un- 
derwriters who possess certain qualifi- 
cations, as judged by this trust company. 
This form of testimonial is used bv the 
underwriters in their solicitation of life 
insurance. In Chicago a trust course 
is being conducted under the supervision 
of both underwriters and trust officials. 
Excellent information is secured at these 
sessions and at the end of the course a 
banquet is held, at which time diplomas 
are presented to the successful students. 
Many of the presidents and vice-presi- 
dents of the Chicago trust companies 
attend this banquet, which affords an 
opportunity for both groups to become 
better acquainted. 

One trust company in New York each 
month invites prominent underwriters of 
an individual agency to be its dinner 
guests, at which time mutual problems 
are frankly discussed. In the same city 
A. Rushton Allen, who is a life under- 
writer and attorney, conducts a course 
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It is a far cry from 1847 
to today—but even the first 
policy of the Canada Life 
issued in that year earned 
dividends every year until it 
was paid as a claim. 


Of greater importance, 
however, is the fact that 
from No. 1 policy on, div- 
idends have been paid every 
year, without exception, to 
all profit sharing Policyhold- 
ers of the Canada Life — 
and several increases in the 
dividend scale have been 
made in recent years. 
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on estates and wills under the jurisdic- 
tion of the New York University Life 
Insurance Training Course. 

5. One trust company has found that 
a most successful means to reach the 
underwriter, although a slow process, is 
to invite three underwriters each week 
to a luncheon, at which time they. are 
able to become fairly well acquainted 
with the new business men with whom 
they will co-operate. 

6. The trust company division of the 
American Bankers Association is issu- 
ing some excellent booklets which trust 
companies may send out to underwriters. 
These are in the form of questions and 
answers. 

Striving for Better Joint Service 

This, let me repeat, has merely been 
an attempt to give a composite of the 
life insurance thought and reaction to 
present trust practice. My own impres- 
sion is that most of the difficulties that 
I have observed in the co-operative ef- 
fort between trust representatives and 
life underwriters have now been obvi- 
ated. The rapid growth of any business 
results’ often in certain mistakes and 
kinks which are absolutely necessary to 
a closer welding of effort among all fac- 
tions. I observe further that many of 
the objections raised by life underwrit- 
ers might refer to specific cases, but do 
not refer generaly to the well estab- 
lished trust company. 

As a source of trust business the life 
insurance field has, in my opinion, scarce- 
ly been touched. We must try as far 
as possible to work with conditions as 
we find them. If the life underwriter 
is sometimes too high pressure and too 
superficial, it is equally true that the 
trust representative is sometimes too 
conservative and lacking in imagination. 
It took imagination to create more than 
$100,000,000,000 of life insurance on which 
the public is paying premiums. 

What we are striving for is a higher 
order of joint service between the trust 
representative and the life underwriter 
for the better advantage of our joint 
client, the maker of the trust. 





QUARTER CENTURY WITH AETNA 


Edward J. Smith, who is associated 
with the underwriting division of the 
accident department, of the Aetna Life, 
completed twenty-five years of service 
with the company last week. 





Page 18 








April 10, 1931 





THE EASTERN UNDERWRITER 





Owned and published every Friday by The Eastern Underwriter Co., a New York 


Corporation. 


Office and place of business, The Eastern Underwriter Building, 110 


Fulton Street, New York, N. Y. Telephone Beekman 3-2076. 


CLARENCE AXMAN, President 


W. L. Haptey, Secretary 





Editorial Division 


CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
J. D. CaLpERWooD, Assistant Editor 


JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
C. V. Linney, Assistant Editor 


A. V. Gross, Editorial Secretary 





Business Division ¢ 
W. L. Haney, General Manager 
G. P. Reap, Office Secretary 





Subscription price, $3.00 a year. 
for postage should be added. 
should be added. 


Single copies, 25 cents. 
Other countries outside of Canada, $1.50 for postage 


Canadian subscriptions, $1.00 


Entered as second-class matter April 1, 1907, at the post office of New York City under the act 


of March 3, 1879. 








COMMISSIONERS OF INSURANCE 
NOT PULLING TOGETHER 


Not much esprit de corps among the 
insurance commissioners this week. 
While a committee of the insurance com- 
missioners’ convention was considering 
valuations made by the Security Life the 
insurance commissioner of Missouri noti- 
fied the Security Life and the Inter- 
Southern Life that their licenses to trans- 
act business in Missouri would not be 
renewed and wrote them letters about 
their financial condition, which he said 
was responsible for his action. The pur- 
chase of the Inter-Southern Life by in- 
terests associated with the Security Life 
had brought about a situation so serious 
as to vitally interest policyholders hold- 
ing millions of dollars of insurance. As 
attempts were being made to iron out 
the situation the Missouri commissioner 
acted on his own, with a devastating 
flood of publicity as the result. The sit- 
uation was given this embarrassing turn 
by reason of the fact that the conven- 
tion committee considering the valuations 
had decided to hold another meeting, 
and no one was more surprised than they 
were when they heard what Missouri 
had done. As Missouri is a member of 
the Commissioners’ convention the sit- 
uation looks odd from this distance. 





A DENVER PAPER’S ADVICE TO 
COLORADO LEGISLATURE 


The Denver Post in its issue of April 
3 prints a two column editorial to the 
effect that by being constructive in its 
legislation the state law makers can build 
that city into a large insurance center. 
It points out that when legislation crip- 
ples business it is not doing a service to 
the people of the state. In many re- 
spects the editorial is unique. As in- 
surance men will want to read it, the 
editorial is reproduced herewith: 

Denver is the metropolitan center of 
the largest area in the United States. 
In its longitude, it is the largest and 
most important city between the north 
pele and Mexico City. It is the very 
heart of the territory which is going to 
develop more in the immediate future 
than any other section of the United 
States. ; 

Denver is not destined to become a 
great manufacturing center. Railroad 
rate discriminations prevent that. But 
Denver can be made the biggest insur- 
ance center between Kansas City and the 
Pacific Coast. Freight rate discrimina- 
tions will not hamper insurance devel- 
opment here. Insurance business is trans- 
acted by mail, not freight. And a two- 
cent stamp will take a letter just as far 
from Denver as from any other city in 
the United States. 

The present legislature has an unusu- 


al opportunity to do the state and Den- 
ver and the entire Rocky Mountain ter- 
ritory a remarkable constructive service. 
Insurance development here depends 
upon advantageous laws. If the legisla- 
ture will enact the necessary laws ade- 
quately to protect both policyholders and 
insurance companies and to encourage 
insurance companies to locate their main 
offices, or branches, in Colorado, Den- 
ver will take her place in the insurance 
sun and this whole Rocky Mountain re- 
gion will benefit. 

The resources of Colorado and the rest 
of the Rocky Mountain territory are 
boundless. The only drawback to their 
development has been the lack of capital. 
Insurance companies are in the business 
of investing huge sums. They naturally 
prefer investments close to home. If 
Denver were a big insurance center, 
there would be millions of dollars avail- 
able for investment here at low interest 
rates. 


Every year, the people of Colorado 
send out of the state thirty-six million 
dollars to insurance companies. Just 
think what it would mean to Colorado 
and the whole Rocky Mountain territory 
if this money—approximately $100,000 a 
day—were paid into insurance companies 
which had their headquarters in Den- 
ver! Instead of going out of the state 
all this money would be available for 
development here. And Colorado and 
ali the Rocky Mountain states would 
enter upon an era of unprecedented pros- 
perity. 

Hartford, Conn., developed into one 
of the insurance capitals of the nation 
and did that in the very shadow of New 
York City. St. Louis, Kansas City, Mo.; 
Kansas City, Kan.; Dallas, Fort Worth, 
Houston, San Antonio, San Francisco, 
Los Angeles, Seattle, Portland and many 
other cities have built up tremendous 
insurance businesses. What other cities 
have done in insurance development can 
be done in Denver with the proper initia- 
tive and legislative encouragement. 

State Insurance Commissioner Jackson 
Cochrane can advise the legislature on 
what is necessary in a legislative way to 
foster and promote the growth of Den- 
ver as an insurance center. He has sug- 
gested several bills. Others may be sug- 
gested. All should have the most care- 
ful and the most thorough consideration. 
This is the legislature’s greatest oppor- 
tunity to do something constructive for 
the state. And if it will enact the laws 
needed to foster development of the 
insurance business in Colorado, it will go 
down in history as this state’s most valu- 
able legislature. 


* * * 


R. P. DeVan, one of the best-known 
local agents in this country, is the Re- 
publican nominee for mayor of his home 
city, Charleston, W. Va., In addition 
to being one of the leading Charleston 
insurance agents, Mr. DeVan is a for- 
mer president of the National Associa- 
tion of Insurance Agents and was a 
member of the insurance committee of 
the Chamber of Commerce of the United 
States. His friends in the agency field 
are rooting for his election which is 
considered more than probable. 





























Blank & Stoller 
JOHN W. McALISTER 
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John W. McAlister, the new president 
of the McAlister group of fire compa- 
nies, aside from being the son of the 
retiring president, A. W. McAlister, is 
a well known fire insurance man in the 
South. Upon his graduation from Dav- 
idson College in 1915 he joined the or- 
ganization at Greensboro, N. C., headed 
by his father. The companies in this 
group are the Pilot Life, the George 
Washington Fire and the Greensboro 
Fire. The Pilot Life Insurance Co. is 
another member of this general group. 
In 1920 Mr. McAlister became a special 
agent for the fire companies and five 
years later was elected secretary of the 
organization. He served in that capacity 
until his promotion to the presidency 
last week, He has also been a Greens- 
boro Chamber of Commerce director and 
a member of the Lions’ Club. For two 
years he served as a member of the 
executive committee of the South-East- 
ern Underwriters’ Association. All in 
all he is well equipped to take over the 
duties surrendered to him by his father. 

* 

J. B. Levison, president of the Fire- 
man’s Fund group of fire and casualty 
companies, returned to the head office at 
San Francisco from a six weeks’ busi- 
ness trip through the East. Depart- 
mental offices at Chicago, New York, 
Buston and Atlanta were visited. Mr. 
Levison then went to Miami and Havana, 
returning by steamer through the Pan- 
ama Canal. In the East, Mr. Levison re- 
ports a great deal of interest was ex- 
pressed in the forthcoming national 
broadcast sponsored by the Board of 
Fire Underwriters of the Pacific to com- 
memorate the twenty-fifth anniversary of 
the disaster that destroyed San Fran- 
cisco on April 18, 1906. 

* & 

J. E. Crawford, senior member of the 
Crawford Insurance Agency of Mount 
Vernon, N. Y., and his daughter, Miss 
Virginia Crawford, have recently re- 
turned from an extended pleasure tour 
of Cuba, Panama, Mexico, California and 
the principal cities of the U. S., visiting 
the Grand Canyon, Carlsbad Caverns and 
other sight-seeing places. For several 
years Mr. Crawford, while in the em- 
ploy of the Sanborn Map Co. as field 
surveyor, made the insurance maps in 
various parts of the country, and during 
the tour renewed former acquaintances. 

* * 

Leonard Howgate, secretary of the 
Canadian Fire Underwriters Association, 
has been for twenty-five years with that 
organization. Recently. members of the 
C. F. U, A. staff gave him a gold watch 
and chain. , ates 


a 


William E. Boyd, Jr., was a few weeks 
ago appointed assistant superintendent 
of agencies of the Travelers Fire with 
direct supervision over the New York 
and Boston territories. He has been con- 
nected with the' Travelers Fire since 
1925 and was in the home office as su- 
pervisor of agency field service since 
July 1, 1927. He has been in insurance 
for more than twenty years and has a 
host of friends in the business. 

* «° & 

Eleanor Reed, daughter of Assistant 
U. S. Manager Prentiss B. Reed of the 
Phoenix of London group of fire compa- 
nies, will be married tomorrow, April 11, 
to Dr. Nicholas Mark Alter, pathologist 
of the Mary Hague Hospital in Jersey 
City. She was graduated last June from 
Smith College. 

ae. ae 


W. L. Jack Nelson, an aviation under- 
writer for the United States Aviation 
Underwriters, Inc., and well known as 
editor of that organization’s publication, 
Sky-Lines, and also of the new compre- 
hensive aircraft insurance manual for lo- 
cal agents, is the son of the late W. P. 
Nelson, one of the most prominent agents 
of Memphis, Tenn. The senior Mr. Nel- 
son was head of the Memphis agency of 
W. L. Nelson & Co., Inc., for many years 
until his death about a year ago. Jack 
Nelson is a native of Memphis and was 
educated there, at Culver Military Schoul 
and Brown University. After leaving col- 
lege he spent nearly a year in Europe, 
where he did considerable flying as a 
passenger. On his return to this coun- 
try he joined his father’s agency as vicc- 
president. At about the same time he 
became interested as a side-line in an 
aviation field in Memphis. He was one 
of the founders and owners of Armstrong 
Field there and did some flying on his 
own account. In 1927 Mr. Nelson went 
with the General Motors Acceptance 
Corporation at Memphis, and in June, 
1929, he came to New York to join the 
U. S. Aircraft Insurance Group as an 
underwriter. He made his contact with 
the aviation office here through A. J. 
Smith, assistant treasurer, who knew Mr. 
Nelson in Memphis. The latter now re- 
sides at Scarsdale, N. Y., with his mother. 

+ Ak. 


Leroy A. Lincoln, vice-president of the 
Metropolitan Life, is one of fourteen 
business leaders of the country. who have 
been appointed on a committee to work 
on plans for employment stabilization 
President Hoover conferred with Julius 
H. Barnes, chairman of the U. S. Cham- 
ber of Commerce, on the personnel ot 
this committee. . , 
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Celebrated Inspectors 

George S. Van Schaick, insurance su- 
perintendent of New York, among other 
activities once did some inspection work 
for the Hooper-Holmes Bureau. 

When a lawyer in Northampton, Mass., 
Calvin Coolidge did some work for one 
of the inspection companies. 

* * 


Lloyd’s Write Timber 

In their book on “The Principles of 
Bond Investments” (published by Henry 
Holt & Co.), Authors Lawrence Cham- 
berlain and George W. Edwards have a 
chapter on timber bonds in which the 
fire hazard is discussed. The statement 
is made that Lloyd’s of London charge 
$6 a hundred on the average for such 
risks. " 

* * 


When Elizur Wright Was an 
Actuary 
Elizur Wright, the famous Massachu- 
setts insurance commissioner and pioneer 
in insurance supervision, was an actuary 
also of several companies. His contract 
with the New England Mutual Life was 
not an agency contract but an arrange- 
ment whereby he was placed in charge 
of a total abstinence department opened 
by the New England Mutual at his re- 
quest. His discovery of that type of 
insurance in British companies while he 
was on a visit to Great Britain in 184 
led him to sell the idea to the founder 
of the New England Mutual. The first 
agency contracts were executed more 
than a year prior to the Wright contract. 
The life of Elizur Wright is now being 
written by Glover S. Hastings, superin- 
tendent of agencies of the New England 
Mutual Life. 
* * 
Dinner To College President 
Frederick H. Ecker, president Metro- 
politan Life, and Thomas E. Lovejoy, 
president Manhattan Life, are two of 
the members of the dinner committee 
which is to give a testimonial to Presi- 
dent Frederick G. Robinson of the City 
of New York College, at the Plaza Hotel 
on April 18. 
* * 
From Paris to Philadelphia 
When I saw Charles B. Petrie, Jr., last 
summer sitting at a table in front of the 
Dome restaurant in the Latin Quarter 
of Paris greeting with a cheery bow 
most of the artists with black whiskers 
and Vie de Boheme hats who passed in 
and out of the place I thought his days 
of insurance newspaper reporting had 
disappeared forever and that some day 
he would realize his ambition of becom- 
ing a second Whistler. I was, there- 
fore, surprised to learn that he is not 
only going back into the newspaper grind 
but will have his headquarters in Phila- 
delphia. That’s good news for Phila- 
delphia because his store of good fel- 
lowship is as full as is his fund of talent. 
“Paris is all right,” he told me. “I love 
the boulevards as much as the next one, 
but a man has to make a living.” ; 
Petrie has lived an exciting life since 
he left Kentucky an innocent lad from 

















the Courier Journal to run a cabaret 
show on Broadway. In that post, how- 
ever, he spent so much time introducing 
his friends to people in the cabaret that 
he neglected the show which made it 
necessary for him to start looking for 
another job. He found it hunting news 
along William Street. Nor did he have 
any trouble getting stories because all 
the other reporters made his home in 
Washington Square a rendezvous. They 
met so many interesting people there 
that they were perfectly willing to tip 
him off to their yarns. At that stage of 
his career he heard the call of art, left 
The Insurance Field and went on the 
New York World staff as a pen and ink 
man. The next jump was to the left 
bank of the Seine. He was making 
progress, too, until his American friends 
started looking him up. It was only a 
question of time before he got tired 
showing people around. Paris is all right 
if you can pick your own cafe, but when 
you have to pop in and out of a dozen 
of them a night with sightseers it gets 
to be a bore. Most of Charley’s friends 
thought more of life than they did of 
art, so he got no commissions to paint 
portraits—just a “Thank you, old man. 
It was fine to see you again, particularly 
in dear old Paree.” 

How Charles Petrie will become ac- 
climated to Philadelphia is a puzzle, but 
he makes friends so quicky that he will 
probably be one of the old residents 
after a few months there. His job is 
“Southern department manager of the 
Weekly Underwriter,” which means also 
flying trips to Richmond, Baltimore and 
Washington. 

* * x 


Button and Caldwell Get 
Together Again 


Col. Joe Button, former insurance com- 
missioner of Virginia and for vears sec- 
retary of the commissioners’ convention, 
had a chance to meet some of his old 
friends when the commissioners’ com- 
mittee was in Richmond inquiring into 
the affairs of the Security Life. Com- 
missioner A. S. Caldwell of Tennessee 
was just checking out of the John Mar- 
shall Hotel when Col. Button arrived, 
looking for him. 

* * * 


Knute Rockne Was Intimate Friend 
of Jay L. Lee 

One of the intimate friends of Knute 
Rockne in the business is Jay L. Lee, 
manager of the Phoenix Mutual Life, 
Buffalo. For a time Lee was an assist- 
ant coach at Notre Dame and while in 
South Bend Lee lived at Rockne’s home. 

Another good friend of Rockne’s is 
Frank J. O’Neill, president of the Royal 
Indemnity, who in the world of football 
is known as “Buck” O’Neill, former coach 
of Syracuse and Columbia. 

The death of Rockne caused real tears 
to be shed here when news of it reached 
New York over the ticker and in the 

rly afternoon newspapers. 

Rockne’s income was growing by leaps 
and bounds at the time he died. His 


manager, Christy Walsh, said in an inter- 
view that it would have reached $100,000 
for the year 1931. He personally wrote 
all the syndicate newspaper articles 
which he signed, scorning ghost writers, 
and he wrote the Collier’s and other ar- 
ticles to which his signature was at- 
tached. 

It was characteristic of his thorough- 
ness that when he was made a director 
of the Merchants & Manufacturers he 
asked his friend, Joseph M. Byrne of 
Newark, who had placed him on the 
board, for all the information he could 
send him about fire insurance, and when 
he got the material, he immediately 
started studying it. 

* * * 


Dialogue Sparkles 


While most of the talk one hears in 
smoking rooms on trains doesn’t add to 
the sum total of real information in the 
world and is not noted for scintillation 
an exception was that series of talks 
on the way East when there were a 
number of meetings between Vincent 
B. Coffin, educational director of the 
Penn Mutual, and Randolph Churchill, 
the nineteen-year-old son of Winston 
Churchill, British statesman. Young 
Churchill is in this country on a lec- 
ture tour. The Churchill-Coffin dialogue 
sparkled, the only drawback from the 
standpoint of bystanders who leaned over 
eagerly to listen being that both often 
talked simultaneously. 

* * 


Mr. Gump Now Mr. Gale 


A White Plains insurance agent, James 
Edward Gump, gets court permission to 
change his name to Gale and many 
newspapers in the country carried the 
story under an Associated Press release. 
It seems that the name Gump gave Mr. 
Gale an inferiority complex. He had to 
stand a lot of kidding about the famous 
Andy Gump. So he proved to the court 
that the dictionary shows a “gump” to 
be a “simpleton” and they offered no 
comeback to his plea. 

2 * 


Frederick J. Links Makes Big Catch 
in Florida 


Records of one kind or another are 
always being established by insurance 
men. When on the job they are con- 
stantly outdoing each other in produc- 
tion campaigns and with this habit in- 
grained in them they go on vacations 
and set up records in sports and other 
channels. 

Frederick J. Links, a Hartford repre- 
sentative of the Travelers, while attend- 
ing the company’s recent convention at 
Palm Beach found time to catch the 
largest Marlin seen in Florida waters 
this season. It measured seven feet two 
inches in length, weighed more than sev- 
enty-one pounds, and was caught only 
after a terrific struggle lasting more than 
an hour. 

The first time Frederick J. Links went 
hunting his beginner’s luck netted him a 
ten point buck with a twenty-three inch 
spread. And the Marlin was the result 
of the first deep-sea fishing trip ever 
taken by Mr. Links or by his compan- 
ion, Charles J. Copp of Cleveland. Last 
Sunday’s edition of the Hartford Daily 
Courant has a full page story telling of 
the achievement. 7 

In it Mr. Links teils many interesting 
facts in connection with the landing of 
the huge fish. He had no idea what kind 
of fish he had caught until after battling 
with it for a long time the captain of 
the boat informed him that he had 
hocked a Marlin. Links says: “Well, 
that didn’t mean a thing to me. I thought 
I was tied to a young whale. Suddenly 
my fish seemed to stand on his tail twice 
in quick succession, and took a_half- 
dozen flying leaps at right angles to 
our course. I'll never forget the pic- 
ture of that green and silver object flash- 
ing through the sunlight from the crest 
of one wave to another. 

“Speaking of seasickness, after I 
hooked my fish all thoughts of that mal- 
ady were dispelled, so I have found a 
sure cure for that dreaded feeling—hook 
onto a big fish!” 


H. Higgins, For 48 Years With the 
Pearl, Writes a Most Interesting 
Book 
Plenty of old world insurance atmos- 
phere in the book of H. Higgins, en- 
titled “Incidents in the Life of an In- 
surance Man,” which is published by 
Stone & Cox, Africa House, London, 
and a copy of which can be found in 
the library of the Insurance Society of 
New York. 
An extraordinary personality, Higgins 
started studying for the degree of mas- 
ter of arts when 58 years 6ld at which 
time he was inspector general in Liver- 
pool for the Pearl. He found time for 
his studies. while traveling in trains, sit- 
ting in waiting rooms and at other leis- 
ure moments. He got the degree when 
62. Although an Englishman by birth 
he lived in the United States for fifteen 
years, returning when seventeen years 
old. He retired from the Pearl in 1924 
after nearly half a century’s experience 
and is now vice-president of the Faculty 

of Insurance. 

The book tells among other things 
stories of the “Town of Temptations” 
where agents and specials would go 
astray. There are yarns about detec- 
tives, lunatics, drunken horse dealers and 
one which stands out showing the hos- 
pitality of a Durham miner. 

ee 1% 
Might Be Stimulus for Government 
To Continue in Business 

Sir Robert Horne, former Chancellor 
of the Exchequer, speaking at a dinner 
of the Insurance Institute of London, 
asked a pertinent question in discussing 
the action of the British Government in 
going to the rescue of the Cunard Co. 
when the latter could not get sufficient 
insurance for the new giant Cunarder 
now being built: 

“Suppose this insurance is entirely suc- 
cessful, and suppose the Government 
will have—as it will have in such circum- 
stances—an accumulated fund. What is 
going to be done with that? Will there 
not be a great temptation for the de- 
partment which has got that profit to 
try to make the profit bigger by other 
transactions of a similar kind?” 

* * * 


Philosophy of James W. Henry, 
Pittsburgh 

James W. Henry, Aetna Life, Pitts- 
burgh, gets out a monthly house organ 
called “Henry’s,” and in the March num- 
ber prints this philosophical comment: 

Some philosopher once said that every 
man is courageous until he gets out of 
bed in the morning and we guess it’s 
true. 

After he comes down stairs troubles 
begin to cloud his sky—his eggs are 
over timed, his coffee lacks character, 
the family need things or think they do 
and so express themselves. 

_ The high courage that was his on wak- 
ing begins to evanorate. The paper boy 
is late, he can’t find a seat on the trol- 
ley, the morning mail contains a kick 
from his best customer, the market goes 
off and hope no longer springs eternal. 

It all reminds us of Bill Nye’s experi- 
ence when he became so discouraged he 
threw up a cent to see if he should 
shoot himself or go into the ready-made © 
clothing business and fate suggesting 
suicide he bought a revolver only to dis- 
cover his head ached so “Iie hated to 
fire into it.” 

Well, Bill survived. He bucked up and 
grinned and once more grappled with 
his problems and it’s our guess we’ve 
all got to do the same thing, for that 
is Life. Life is Important and most of 
the time Worth Living. 


Mrs. De Witt Writes a Book 
Mrs. Carroll L. De Witt, wife of the 
assistant U. S. manager ‘of the Eagle 
Star & British Dominions, has written 
a book of cross. word puzzles. 


John W. Donahue, resident vice-presi- 
dent of the Maryland Casualty at Phila- 
delphia, has been with that company 
thirty years. 
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Uniform Commission 
And Limitation Bills 
In Pa. Will Be Fought 


ARE SUPPORTED BY AGENTS 





Commission Measure Patterned After 
N. J. Law; Agency Limitation Bill 
May Be Unconstitutional 





Two bills providing for uniform com- 
missions to local agents on similar class- 
es of risks and for single agency rep- 
resentation in any one district except 
upon the payment of $500 license fee for 
each additional agent have been intro- 
duced into the Pennsyivania legislature. 
The first of the measures is patterned 
after the New Jersey uniform commis- 
sion statute, which was held constitution- 
al by the United States Supreme Court, 
while the agency limitation bill follows 
the lines of laws enacted in Oregon and 
Washington. The Oregon law was re- 
cently declared unconstitutional by a 
Federal District Court at Portland but 
the decision will probably be appealed. 
The Washington law also was held un- 
constitutional. 

It is presumed that these two drastic 
Pennsylvania measures have the support 
of the state local agents’ organization, 
the Pennsylvania Association of Insur- 
ance Agents. For several months this 
association has been fighting for a num- 
ber of changes in underwriting practices 
in Pennsylvania, and desires among oth- 
er things severe limitation of agencies 
in order to eliminate non-policy writers 
and also uniformity of commissions. 

While the commission bill now before 
the state legislature at Harrisburg does 
not name any particular rate of com- 
mission, the agents themselves in their 
negotiations with the Eastern Underwrit- 
ers’ Association asked 25% and 10% con- 
tingent. If the »oresent bill becomes a 
law the companies will be permitted to 
pay any rate of compensation to agents 
they desire just as long as each company 
grants each of its agents throughout the 
state the same rate on similar classes of 
risks 

Texts of Both Bills 

Following are the texts of both 
new bills: 

The uniform commission bill would add 
Section 520A as follows: 

“Sec, 520A. Discrimination in agents’ 
commissions prohibited. It shall be un- 
iawful for any stock fire insurance com- 
pany licensed to do business in_ this 
Commonwealth directly or indirectly to 
pay or allow or offer or agree to allow 
any commission or other compensation 
or anything of value to any of its agents 
in respect to any class of insurance in 
excess of that paid, offered or allowed 
to its other agents on such class of risks 
in this Commonwealth. The insurance 
commissioner shall revoke the license to 
do business in this Commonwealth of any 
company. violating the provisions of this 
section.” 

The agency limitation bill adds a new 
section to the law as follows: 

“Sec. 608. Regulating appointment of 
agents by companies. No insurance com- 
pany, association or exchange engaged 
in fire, casualty or surety insurance bus- 
iness and which is authorized to trans- 
act fire, casualty or surety insurance bus- 
iness in the Commonwealth may appoint 
or be represented by more than one 
agent in any city, borough, incorporated 
town or township within the Common- 
wealth: Provided, however, that any such 
company, association or exchange may 
appoint additional agents upon applica- 
tion to the insurance commissioner and 
upon the payment of an annual license 
fee of $500 for each additional agent. 
Agents of the same company, association 
or exchange authorized and licensed to 
solicit, negotiate and write entirely sep- 

(Continued on Page 24) 
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Qualification Bill 
In Governor’s Hands 


PASSES N. Y. LEGISLATURE 


Agents’ Measure Adopted in Both 
Houses At Albany This Week 
By Large Margins 








The McKay agents’ qualification bill 
passed the New York Senate Wednesday 
by a vote of 3% to 5 and goes to the 
Governor. Senators Hewitt, Hickey, 
Knight, Twomey and Wicks voted 
against the bill. The bill passed the As- 
sembly after debate Monday night. It 
did not reach the Senate until after ad- 
journment of that body Tuesday. 

When read in the Senate Wednesday 
morning objection was made to its ad- 
vancement by Warren T. Thayer, Re- 
publican, of Chateaugay and Senator 
O’Brien had the bill substituted for his 
on general orders. Later this vote was 
reconsidered and the bill went to the 
Senate Insurance Committee. Senator 
Wheatley promptly reported the bill with 
recommendations for third ready but 
Frank A. Frost, Republican, of Watkins 
objected. So the bill went to general 
orders. 

Wednesday afternoon Senator Knight 
from the Committee on Rules reported 
the O’Brien bill identical with the Mc- 
Kay bill. 

Senator O’Brien moved substitution of 
the McKay bill for his bill and this pro- 
cedure was agreed to. Senator Charles 
J. Hewitt who last year held the bill in 
committee and would not allow it to be 
reported at all, insisted upon a slow roll 
call. 

After debate the McKay bill passed the 
Assembly by a vote of 79 to 46. Minority 
Leader Irwin Steingut of Brooklyn spoke 
in favor of the bill and declared he be- 
lieved it to be a good one. On the final 
vote Majority Leader Russell O. Dun- 
more of Utica, Eberly Hutchinson of 
Green Lake, a former chairman of the 
insurance committee and Assemblyman 
Jenks of Broome county were among 
those to vote against the bill. 





FIREMAN’S FUND CHANGE HERE 


When the Fireman’s Fund opens its 
New York City metropolitan and subur- 
ban fire underwriting division on May 1 
those activities of the company previous- 
ly under the direction of Willard S. 
Brown & Co., as metropolitan managers, 
will be taken over by the new office. This 
includes the acceptance and writing of 
New York City business, as well as the 
underwriting of business written by 
Brooklyn and suburban agents. All of 
this will be under the direction of Wil- 
liam H. Gildersleeve, Jr. This change 
terminates a long standing and friendly 
agency connection and is made with mu- 
tual regret. Pending the opening of the 
Fireman’s Fund metropolitan office at 
116 John Street in May, Mr. Gildersleeve 
is located at 83 Maiden Lane. 





The 


London & Lancashire Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Law Union & Rock Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Orient Insurance Company 


OF HARTFORD, CONN. 





Safeguard Insurance Company 


OF NEW YORK 





Eastern Department 
Hartford, Conn. 





Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 














AUTO DIRECTORS MEET APRIL 15 


The board of directors of the National 
Automobile Underwriters’ Association 
will hold an important meeting at the 
Hotel Pennsylvania in New York next 
Wednesday, April 15. At this meeting 
it is believed that further consideration 
will be given to the sub-committee re- 
port on possible adoption of a compre- 
hensive policy for all risks written by 
automobile fire companies. This week 
the full staff committee is meeting in 
New York. 





CHAS. E. WICKHAM TO MOVE 


Charles E. Wickham, well known New 
York City insurance agent, is remov- 
ing his office from 96 Maiden Lane to 
the new building at 90 John Street on 
or about May 1. He will occupy space 
there on the grade floor. 





COUNTRY-WIDE BINDING AGENT 


Willard S. Brown & Co., Inc., New 
York agency, has been appointed agent 
of the Royal Exchange for binding of 
fire risks in all parts of the United 
States. This agency represents six well- 
known fire companies. 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 








J. A. Kesey, General Agent 


United States Fire Branch: 


80 John Street, New York 


Gerorce Z. Day, Ass’t General Agent 





ASSETS : : . : 
PREMIUM RESERVE 

OTHER LIABILITIES . ; 
NET SURPLUS... : , 





U. S.—Statement December 31, 1930 


$13,257,460.31 
2,265,563.71 
816,124.97 
10,175,771.63 


. . 








Marine Bills to Die 


With the New York State Legisla- 
ture slated to adjourn today, April 
10, there is little possibility of any 
action being taken on the two bills 
intended to subject inland marine in- 
surance to rate regulation by the 
State Insurance Department through 
amendments to the acts which cre- 
ated fire rate regulation. Up to Wed- 
nesday neither bill had been reported 
out of committee in either the House 
or the Senate. 











PA. SINGLE RATING BUREAU 

A bill has been introduced in the Penn- 
sylvania legislature at Harrisburg pro- 
viding for the organization of one fire 
rating bureau by stock companies to 
which all the stock insurers shall belong. 
This single bureau would replace the four 
regional rating offices now in operation. 
Some local agents of the state have long 
been in favor of a single bureau and 
they have likewise opposed the system 
whereby companies can be members of 
one or more of the present rating divi- 
sions but not of all. 





HOME OFFICERS RE-ELECTED 

At the annual organization meeting 
of the directors of the Home this week 
Wilfred Kurth was re-elected president. 
Charles L. Tyner was renamed chair- 
man of the board. The four vice-presi- 
dents, Frank E. Burke, Vincent P. Wy- 
att, John A. Campbell and Harold V. 
Smith, were also re-elected. 


E. U. A. TO MEET APRIL 14 
The Eastern Underwriters’ Association 
will hold a meeting next Tuesday, April 
14, in New York, The executive commit- 
tee will hold a session the same day 

before the general meeting is called. 


W. U. A. MEETING APRIL 21-22 

The Western Underwriters’ Associa- 
tion will hold its annual meeting on Tues- 
day and Wednesday, April 21-22, at At- 
lantic City, N. J. 
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ANALYSIS OF SOME LEADING COMPANIES 


SHOWING UNDERWRITING AND INVESTMENT EXPERIENCE, 1929-1930 
Compiled for The Eastern Underwriter by J. K. RICE, JR., & CO., 120 Broadway, New York, N. Y. 





Specialists in Bank and Insurance Company stocks 
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New Hampshire ...1930 3,000,000 * 8,380,739 5,212,038 17, 750. 178 —136,980 600,000 1.13 2.00 50 53 
1929 3,000,000 8,504,303 3 9 27,528 472.500 2.59 = 
New Jersey ........ 1930 1,000,000 656,063 _ “46, 035 — 47,182 125,000 5.38 2.50 42 47 
1929 =1,000,000 1,003,043 54,134 § 100,000 3.86 si . 
North River ...... 1930 §=©4,000,000 6,370,935 494,694 —348,949 809,000 8.08 2.00 40 42 
1929 4,000,000 10,055,024 1 285 137 096 880,000 2. - 
Northwestern Nat’l .1930 2,000,000 5,997,407 ; 40,442 2 400,000 8. 5.00 111 116 
1929 2,000,000 6,243,931 47,135 67615 D7 480,000 9.29 . 
Pacific Fire ....... 1930 1,000,000 1,733,623 2,930, 420 313,491 240,000 9.48 6.00 110 ~~ 190 
1929 1,000,000 2,353,357 3,198,015 243,743 — 12,285 309,512 200,000 13.01 : 7 
Peoples Nat’l ...... 1933 1,000,000 Jen 807,900 372,785 155,281 200,000 — 5.10 50 6% 7% 
1929 1,000,000 .022,010 114.557 300,000 8.08 : 7 eo 
Phoenix Ins. Co....1930 - 6,000,000 1,875,228 1,200,000 1.08 2.00 69 71 
1929 6, 000,000 1,734,386 1,200,000 3.53 ‘ 
Proy.-Washington ..1930 3,000,000 870, 609 660,000 = 1496 2.20 52 53 
1929 3, 000,000 13,010,814 660,000 3°84 . 2 53 
Public Fire ....... -1930 1,000,000 1,317,664 50,000 — 4.02 None : 8 
1929 1,000,000 2,007,321 None — Lill i 
Republic of Dallas..1930 2,000,000 1,853,067 240,000 — .40 1.00 14 18 
1929 2,000,000 2,234,888 240.000 2.50 ‘ 
Rhode Islands ....193 2,000,000 = 1,663,684 240,000 — 3.24 1.20 ©6620 23 
1929 2,000,000 2,529,420 301,233 1.43 ” 
Rossia Ins. Co...... 1930 3,000,000 3,652,688 647.468 660,000 — iS 2.20 29 23 
1929 = 3,000,000 ge ~ 660.73) , 582.000 2.59 < 
St. ul F. & M...1930 4,000,000 14,942,952 000, 48 6.25 * _— 
Soe Lh 1929 4,000,000 —104.799 oe 19.60 net ae i 
Security Ins, ...... 1930 92,000,000 —1¢2,672 270, -- 1,71 1.40 33 3 
. 1929 2,000,000 240,000 “2.01 . = 
Springfield F, & M..1930 5,000,000 oN, . f 4.50 06 H 
nen 1929 5,000,000 850.000 13.21 = 3 
Stuyvesant ........- 1930 = 1,000,000 80, — 19.58 2.00 37 
, 1929 1000.00 70,000 ‘9% aes: 
U. S. Merchants....1930 1,000,000 160,000 — 32 16.00 313 323 
1929 1,000,000 110,000 








U. S. Firé.........1930 5,000,000 1,200,000 a 240 50 59 
1929 5,000,000 1,086,000 7 - 
18 1 Fire ...1930 2,000,000 4,040, : 500,000 = 10 pt G6. 86 72 32 2.00"* 46 ‘ 
bated elan 1929 2,000,000 6,195.505 7,907,550 500,000 10 57.18 80.5 100 50 i ae 
JLATION — 3 ciphers. omitted) 
i dein ales 930 240.439 492,973 489,245 1,360,662 504,417 8,304 — 8,323 3 48,472 — 1,592 — 154,180 — 85,781 
isso 23. 198 623,026 507,173 1,513,161 553,824 31,766 4,779 59,278 45,427 26,657 — 53,419 66,896 
CHANGES IN CAPITAL eda DURING 1930 
+(Old). t (New). §Plus 40c. **Plus 50c. 759% of capital is common stock ard 25% preferred stock. Capital increased, May 
Wapital increased by acquisition of stock of subsidiary in exchange 26, 1930, to 320% stock dividend on common. Sale of 3,000 shares of common to 


2Capital increased by merger of Reinsurance Corp. of America in July, 1930. Per ents at $65 per share and sale of 2,500 shares of $100 preferred at $105 per 


share earnings indeterminate because of merger. share. 
3%Capital increased by 50% stock dividend, November 1, 1930. 8Capital increased by subscription at twice par, November 6, 1930. 
4Capital increased by 20% stock dividend, Mar. 12, 1930. Par Value coneurrently °Par value reduced February, 1930. 
reduced; 6 shares of new stock issued for each reo share held. *Stock split during 1930 but per share results are adjusted to new basis for comparison. 
SCapital increased by subscription at par, Jan. 31, 195) 
®Capital increased by exchange for Central Fire Fen y ‘and by subscription (1 for & These figures, while not guaranteed, have been obtained from Best’s Insurance Reports 
at $40 per share) Oct. 1, 1930. and other reliable sources. 


EXPLANATION OF TABLES 


The first six columns, including ‘Underwriting Profit or Loss,” are taken from the financial statements of the companies, as filed with the N. Y. State Ins. Dep’t., and need no further 
explanation than their headings. 

The seventh column headed, “Increase in Equity Unearn.. Prems.,”’ is an estimated figure, and used in conjunction with the Underwriting Profit or Loss item gives a clearer picture of the true 
underwriting results. It is based on the assumption (accepted by Best and other authorities) that there is at least a 40% equity in the Unearned Premium Reserves of a direct writing stock fire insurance 
company, and about 35% in the reserves of a reinsurance company, that would accrue to the stockholder if the company were sold or liquidated. It follows that at least 40% of the increase or decrease 
in the Unearned Premium Reserves is actually a gain or loss in the value of the stock. It is customary to consider this item as an important factor in judging the underwriting experience of any fire 
insurance company. 

“Net Interest, Div’ds. and Rents” is the income from the bonds, stocks, real estate and other invested assets of these companies, after having deducted investment expenses. This is the source 
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from which insurance companies usually pay dividends to stockholders, as even in poor business years this income is rarely adversely affected, 


showed a healthy increase for most companies. 


“Profit or Loss on Sales” is a realized gain or loss and re’ 
must be remembered that realized profits or losses on the sales of s 
intentionally took large losses to offset profits previously taken. 


—in fact, despite the poor conditions of last year, this item 
Of course, lower price levels in depression years enable insurance companies to make their investment purchases on a more favorable basis. 
parison between “Interest, Div’ds. and Rents” and the next column, “Dividends Paid Stockholders” shows that most companies are paying conservative rates as measured by the income available. 
presents the difference between the actual cost of the investment and the amount received at the time of its sale or maturity. It 
ecurities enter into income tax calculations, while unrealized profits or losses do not. 


A com- 


For this reason, many companies last year 


“Gain or Loss in Market Value of Investments” is simply the change in market price of the unsold holdings from Jan. 1st to Dec. 3ist, plus the difference between the actual cost of the 


securities sold and the price at which these assets were carried in the statement prior to the sale. 
take credit in their Surplus Accounts for appreciation of their security holdings prior to its being 


carried as appreciation in previous years. 


unrealized losses because of the changes in price levels. 


the status considerably. 


It is necessary to account for the latter as an offset, to avoid duplication, since insurance companies 
realized. To make this clearer, the foregoing item, ‘Profit or Loss on Sales,” includes an amount 
All insurance companies owning stocks were required to write them down to market quotations as of Dec. 31st last year, which resulted in showing large 

The actual depreciation, however, in unsold holdings is not a realized loss, and an upward or downward movement in the market might change 


The next column, “Total Profit or Loss,” includes all the previous gain or loss items, i. e., Underwriting Profit or Loss, Increase in Equity Unearn. Prems., Net Int., ete., Profit on Sales 
It also includes, where the companies have not taken credit for same in their underwriting accounts, the Mixed Claims Awards and miscellaneous 


and Gain or Loss in Market Value of Investments. 


items. 


: The next “Per Share’ item headed, “Total Profit or Loss,” is the previous figure divided by the number of shares outstanding at the end of the year. Although this cannot rightly be called 
earnings, as it consists of realized, unrealized and non-recurrent profits or losses, (some of which might rightly be termed ‘Capital gains or losses 


share.” 


”) it is sometimes referred to as “Earnings per 


The next item requiring explanation, “Liquidating Value,” is the aggregate of. capital, surplus, special reserves and 40% of the unearned premiums (35% in the case of reinsurance companies) 


divided by the number of shares. 
companies. 


Premium Reserve, plus Capital and Surplus. This item, “‘Liquidating Value,’ 
writing Profit and Loss and Profit from Sales of Securities, is plowed back 
enables well managed insurance companies, over a period of time, 


to add toward the growth of the Company. 
to frequently increase their dividend rates, issue stock dividends or distribute valuable rights. 


This is a conservative valuation, as it does not take into consideration the full value of the business in force and the agency plants, especially as regards old line 
In many cases, the equity in the Unearned Premium Reserve is considerably over 40%, and there have been cases where older companies have heen sold at over 100% of their Unearned 

’ has a decided tendency to increase, since all other income, (other than Net Int., Div’ds. and Rents) which includes Under- 
This untouched income, during normal times, shows .a steady growth, and 


“Invested Assets Per Share’? shows the amount of investments that are producing income behind each outstanding share of the insurance company’s stock, This is, perhaps, a better 
measure of the value of an insurance stock than is the liquidating value, as this is the amount that is really invested and earning income for the benefit of the stockholder. 
The ‘Market Range,” “Current Div’d. Rate’ and “Current Market” are self explanatory, but it is very interesting to compare today’s prices with the 1929 highs, and then compare the 


decrease in liquidating value. 


It will be seen that, whereas few companies have lost more than 10% of their liquidating values, most have decreased in market values at least 50%. 





RESERVES ROOM BY RADIO 
Northwestern F. & M. State Agent Uses 
Amateur Station of Local Agent 
in Kansas 


Field men of the Northwestern Fire 
& Marine believe in using modern meth- 
ods to speed their business affairs as 
evidenced by the use of the radio to re- 
serve a room at a hotel in Pittsburg, 
Kan., recently by State Agent W. E. 
Landers. He was in Oswego, Kan., on 
business recently and wanted to reserve 
a room at Pittsburg, Kan. The North- 
western agent at Oswego, Daniel B. 
Furdyce, in addition to being in the in- 
surance business operates an amateur 
radio broadcasting station, W9BS1, asso- 
ciated with the American Radio Relay 
League of Hartford, Conn. Mr. For- 
dyce accordingly dispatched to Station 
W9FLZ, an amateur station at Pitts- 
burg, Kan., the following request: 

“Make reservations at Stilwell Hotel 
for one Mr. W. E. Landers and one Mr, 
R. A. Gamble, who are en route to Pitts- 
burg.” 

The reservations were made as re- 
quested and Mr. Landers found his room 
awaiting him. 


GENERAL AGENTS’ MEETING 





J. Ross Moore and John R. Dumont Are 
New Yorkers Who Will Speak at 
Dallas April 20-21 


The American Association of Insur- 
ance General Agents has prepared its 
program for the annual convention at the 
Adolphus Hotel at Dallas, Tex., on Mon- 


day and Tuesday, April 20-21. Among 
the speakers at this convention will be 
Mabry Seay, of Dallas, a member of the 
executive committee of the National As- 
sociation of Insurance Agents and one of 
the big producers in the Southwest; J. 
Ross Moore, of New York, manager of 
the National Automobile Underwriters’ 
Association; John R. Dumont, of New 
York, manager of the Interstate Under- 
writers’ Board, and Cyrus K. Drew of 
Denver, editor of the Insurance Report. 

T. L. Lauve of Trezevant & Cochran 
of Dallas, chairman of the entertainment 
committee and in general charge of ar- 
rangements for the convention, will de- 
liver the address of welcome. He was 
the first president of the general agents’ 
association. Herbert Cobb Stebbins of 
Denver is now president. 


MOORE WITH BLUMENREITER 





Special Agent of Home in N. Y. Subur- 
ban Field Resigns to Join Crescent 
Brokerage Corporation 
Herbert R. Moore, who has been with 
the Home for the last eight years as 
loss adjuster and then special agent in 
the New York suburban field, has re- 
signed effective April 15 to go with the 
Crescent Brokerage Corp. of 51. East 
42nd Street, New York. Gustave A. 
Blumenreiter, himself formerly with the 
Home, is the head of this rapidly de- 

veloping brokerage office. 

Mr. Moore is a native of Boston, 
Mass., but has had most of his insur- 
ance experience in the New York area. 
Before joining the Home he was a claim 
adjuster in the New York branch of the 
Standard Accident of Detroit. He was 
then four years in the loss adjusting de- 
partment of the Home and for the last 
four years special agent. Mr. Moore is 
a member of the New York Suburban 
Field Club, the special agents’ organiza- 
tion, and is well known in this district. 


ROSS & GRILL MOVE 





Inland Marine Agency in New Quarters 
at 60 John St.; Made Managers 
for National Union 
Ross & Grill, well-known inland ma- 
rine agents in New York, have removed 
their offices from 90 William Street to 
larger quarters on the ground floor of 
the new 60 John Street building. The 
office represents the National Union 
Fire as inland marine managers at New 
York and the Springfield F. & M., Glens 
Falls and the Universal as inland marine 
agents. The agency also handles auto- 
mobile fire and theft for the Universal. 

Although writing all lines of inland 
marine business Ross & Grill make a 
specialty of motor boat and yacht insur- 
ance. Both members of the firm have 
had long experience in the marine field. 
Irving Ross was for nine years with 
Wilcox, Peck & Hughes and then two 
years as special agent in the field for 
Wm. H. McGee & Co., before forming 
the present agency five years ago. Wil- 
liam G. Grill had his earlier experience 
with Appleton & Cox. 





EVERETT W. NOURSE 
United States Manager 





Tested By the Fires of Two Centuries 





United States Branch 


No. 150 William Street 


AFFILIATED COMPANY: 


Che Manhattan Hire and Marine Jusurance Co. 


THe Lonpon ASSURANCE CORPORATION | 


New York 


TRADITION ~ PERMANANCE ~ CHARACTER 7 STRENGTH 


TWO HUNDRED AND TEN YEARS OF HONORABLE DEALING 
WITH AGENT, POLICYHOLDER AND COMPETITOR 
FULL FACILITIES TO ALL AGENTS—NO OVERHEAD WRITING 


CHRIS. D. SHEFFE 
Assistant Manager 
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Uniden of Canton Now 
Writing Fire in East 


W. J. ROBERTS & CO. MANAGERS 





Walter L. Maillot, Former Vice-Presi- 
dent of Fire Association, Handling 
Fire Department 





The Union of Canton is re-entering 
the fire underwriting field in the terri- 
tory outside of the Pacific Coast after 
an absence of four years. The company 
has appointed W. J. Roberts & Co., Inc., 
of New York City, as fire managers for 
the United States exclusive of the Pa- 
cific Coast territory and Walter L. Mail- 
lot, until recently vice-president of the 
Fire Association fleet of Philadelphia, 
will be associated with Mr, Roberts in 
the management of the fire business of 
the Union. On the Pacific Coast the 
company has been in fire underwriting 
continuously since its admission to this 
country. 

Mr. Roberts, one of the foremost ma- 
rine underwriters in this country, has 
represented the Union of Canton since 
1920, and also the Standard Marine of 
Liverpool and the Orient of Hartford for 
ocean and inland marine lines for many 
years. His organization has an excellent 
reputation and has consistently done a 
large volume of business. This present 
appointment marks the entrance of W. J. 
Roberts & Co. into the strictly fire field 
of insurance, and gives his office full fire 
and marine coverage facilities. 

Marsh & McLennan, Inc., who con- 
trolled the fire underwriting of the 
Union in the East up to the time of the 
reinsurance of this business in April, 
1927, will continue to act as United 
States managers. However, they are no 
longer interested in the fire underwrit- 
ing and their duties will be to control 
the American financial affairs of the 
company, which has its home office in 
Hong Kong, China. Ownership of the 
company, however, is not Chinese, but 
British. On the Pacific Coast the fire 
business is handled through Cravens, 
Dargan & Co., general agents, the plant 
there having been transferred to them 
recently by Marsh & McLennan. The 
Union of Canton has been in the United 
States since 1917. 

Careers of Roberts and Maillot 

While Mr. Roberts has been associat- 
ed with marine insurance in this country 
for many years he was originally a fire 
underwriter, having been trained in the 
head office of the London & Lancashire 
in England. He was transferred from 
an important post with that company to 
the position of secretary of the Standard 
Marine shortly before he was appointed 
United States manager of the latter. 
Thus Mr. Roberts has knowledge of the 
fire end of insurance although his fine 


. prestige in this country has been cre- 


ated through his excellent marine un- 
derwriting knowledge. 

Mr, Maillot is well known to fire un- 
derwriters and has had a long and dis- 
tinguished career. Prior to his connec- 
tion with the Fire Association companies 
he was for eleven years in executive 
positions with the Phoenix of London 
group, at first in the Western depart- 
ment at Chicago and subsequently as one 
of the chief underwriting officers at the 
United States head office in New York. 

Mr. Maillot is a native of New York, 
having been born here in 1881. His first 
insurance connection was with the New 
York home office of the New York Un- 
derwriters Agency. In 1902 he went to 
the Southwest as a special agent for that 
organization, with Dallas as his head- 
quarters. Later he was given charge of 
Missouri and also made manager at St. 
Louis. At the time of the San Fran- 
cisco earthquake and fire in 1906 Mr. 
Maillot was sent to the coast to adjust 
losses for the New York Underwriters 
Agency. 

When R. M. Bennett was called from 
the special risk department of the or- 
ganization to become associate manager 
at New York Mr. Maillot was named as 
his successor. In 1914 he resigned from 


I. U. B. Wants Honesty 
Clause Checked Closely 


STATEMENT SENT TO MEMBERS 





Some Loss Reports Show Adjusters Have 
Not Checked Actual Values With 
Values Reported on Forms 





The Interstate Underwriters’ Board, 
through Assistant Manager John B. 
Sirich, has notified member companies 
that a further check-up on the observ- 
ance of the so-called “honesty” clause is 
essential in connection with the adjust- 
ment of losses on multiple location poli- 
cies handied through the I. U. B. The 
statement says that some adjusters in 
giving the reported value at the place 
of loss have failed to learn whether this 
value checks with the values on the as- 
sured’s books. As the amount for which 
an insurer is liable is directly affected 
by the relationship of reported value with 
actual value of any insured property at 
thé time of loss the I. U. B. desires that 
all adjusters pay particular attention to 
this important item, Mr. Sirich’s letter 
to the companies says: 

“We would call your attention to the 
following clause in our forms which is 
known as the ‘Honesty Clause’: 

“‘In case of loss liability hereunder 
shall not exceed that proportion of such 
loss, which the last reported value at 
the location where the loss occurs bears 
to the actual average value of said prop- 
erty at that location, at the time of such 
report; liability for loss occurring at any 
location acquired since the last report, 
shall not exceed that proportion which 
the last reported values at all locations 
bear to the total values at such loca- 
tion, at the time of such report.’ 

“Some of our members are receiving 
proofs of loss for claims arising under 
policies written under our form with- 
out reference by the adjuster in his re- 
port as to whether or not the values at 
the point of loss as evidenced by the 
last report of values received, agree with 
the values as shown by the assured’s 
books on the date the report was made. 
We deem it wise to call the attention 
of the companies to the necessity of in- 
forming the adjusters to whom they re- 
fer their losses the amount of values re- 
ported in the last report received by 
them at the location at which the loss 
occurs. It may be difficult for an ad- 
juster to so check these figures as the 
books may be kept at headquarters dis- 
tant from the location of the loss. In 
every case, however, for the protection 
of the company these figures should be 
checked, particularly if the loss is siz- 
able. 

“It has been suggested by one of the 
companies that this matter be taken up 
with the General Adjustment Bureau and 
have them incorporate in the adjusters’ 
reports a line showing the last reported 
value at the point of loss and specifically 
asking the question whether these values 
have been checked against the books.” 








the New York Underwriters Agency to 
become assistant general agent of the 
Western department of the Phoenix 
group. In 1923 he became general 
agent at New York and in March, 1925, 
joined the Fire Association group as 
vice-president and director. 

With respect to the present re-en- 
trance of the Union into the fire field 
here Mr. Roberts said this week: 

“It will be recalled that in 1927 the 
Union reinsured a substantial portion of 
its fire portfolio, derived from the ter- 
ritory covered by this appointment, with 
the object of restricting its commitments 
in the United States to a basis more in 
consonance with its fire business at that 
time in the remainder of the world. The 
Union has throughout maintained its en- 
tered status in practically all states, and 
with its substantial financial investments 
in this country, it was to be expected 
that sooner or later it would resume fire 
operations in those states where it has 
not recently been transacting business.” 
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Bridge Insurance A 
Catastrophe Cover 


DEDUCTIBLE CLAUSES GENERAL 
Low Rates Predicated Upon Assumption 
of Minor Claims by Assureds; 
Policies Very Broad 





Bridge and tunnel insurance is gaining 
rapidly as one of the important so-called 
inland marine lines of coverage. The 
$55,000,000 of protection placed last week 
by the Port Authority of New York on 
the Holland Tunnel and the new Hudson 
River Bridge at New York marked the 
largest volume of liability ever assumed 
under a single contract of this nature. 
Many bridges are now ‘insured in differ- 
ent parts of the country and as more 
policies will probably be placed in the 
comparatively near future it is likely that 
regulation of this form of underwrit- 
ing will ultimately be taken over by the 
Inland Marine Underwriters’ Association. 
Up until about a year ago there was a 
bridge insurance association, but this was 
disbanded and today all the companies 
are operating independently on such 
risks. 

Generally bridge and tunnel risks are 
low rated for the great majority of poli- 
cies carry deductible clauses providing 
that assureds themselves bear the first 
several thousand dollars of each claim. 
This makes such insurance practically 
catastrophe or disaster protection. Those 
responsible for the operation and safety 
of bridges or tunnels are willing to as- 


sume the minor risks of damage but 
desire insurance protection against any 
major loss which may occur. The de- 


ductibles run all the way from $10,000 
to upwards of $100,000. 

The rate fixed on the Holland Tunnel 
and Hudson River Bridge policies is 
162-3 cents annually for every $100 of 
insurance. These are three year policies 
carrying a fifty cent rate, which makes 
a total premium of close to $275,000. Ob- 
viously, the loss record on such insur- 
ance is not high for with the bridge and 
tunnel each being covered against prac- 
tically all insurable risks, a 162-3 cents 
rate would not go far toward providing 
underwriters a profit if there were many 
claims. 


Downward Trend of Rates 

A few years ago when bridge and 
tunnel insurance was less in demand and 
underwriters were less willing to assume 
huge obligations the rates were nearer 
to fifty cents annually for each $100 of 
protection. It is reported that the two 
Staten Island bridges, the Goethals 
sridge and the Outerbridge Crossing, 
were insured in 1928 for a forty-five cents 
a year rate. That rate was since cut 
to 331-3 cents, then to 28 cents and 
more lately to 162-3 cents. Those two 
bridges are now protected for $4,500,000 
insurance. The Kiil van Kull Bridge 
is insured for $6,000,000 at a rate said to 
be 25 cents a year. An agreement has 
been reached to cut this rate to 162-3 
cents also when the policy is renewed, 
making a uniform rate for all New York 
Port Authority structures. 

The Hudson River Bridge was insured 
under a builders’ risk policy when con- 
struction began for about $13,000,000. 
This coverage was gradually added to 
as building progressed until recenty there 
was close to $24,000,000 of insurance in 
force. The new policy is for the full 
value, $25,000,000, because the bridge will 
be completed within the next year. The 
Holland Tunnel has heretofore been un- 
insured. The Hudson River tubes of 
the Hudson & Manhattan Railroad Co. 
carry several millions of coverage, Coun- 
try-over the bridge policies run on the 


average from $1,000,000 to $4,000,000 lia- _ 


bility. 

These “all risk” contracts furnish broad 
protection. Citing the new bridge cov- 
er, one cause sets forth that protection 
is provided against damage or loss: 


Coverage Is Broad 


“Whether caused by or resulting from 
fire or measures taken to extinguish fire, 
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explosions or concussions caused by ex- 
plosions, collisions, lightning, flood, ris- 
ing waters, floating ice, tornado, hurri- 
cane, cyclone, windstorm, waterspout, 
tidal wave, cloudburst, rainstorm, falling 
meteor, earthquake or other acts of God, 
malicious mischief, banditry, sabotage, 
anarchy or other acts of violence, strikes, 
labor disturbances, riots or other civil 
commotions, collapse or failure of the 
bridge structure or any part thereof.” 

It is also agreed that the policy covers 
“against direct loss or damage arising 
from capture, seizure or detention or 
from any attempt, threat, or the direct 
consequence thereof or the direct or 
remote consequences of any hostility, 
arising from the act of any government, 
people or persons whatsoever, whether 
on account of any illicit or prohibited 
trade, or any trade in articles contraband 
of war, or in the violation of any law, 
regulations or otherwise, also loss or 
damage resulting from measures or op- 
erations incident to war, whether before 
or after the declaration thereof.” 





NEWHOUSE & SAYRE TO MOVE 


Newhouse & Sayre, Inc., Eastern gen- 
eral agents for all risks insurance for 
the Home of New York and the Hali- 
fax Fire of the Home group, will move 
from 45 John Street to 107 William 
Street on May 1. Additional space is 
needed on account of the growing busi- 
ness of the organization. The new of- 
fices will occupy a large part of the mez- 
zanine floor directly over the William 
Street entrance. Newhouse & Sayre, 
Inc., maintain a branch office in the In- 
surance Exchange Building at Chicago 
with Roger M. Simpson as manager and 
F. B. Rowe assistant manager. Robert 
Newhouse and H. Edward Sayre are 
the heads of the organization and in 
charge of the New York office. Charles 
B. Van Valen, Inc., renting and manag- 
ing agents for the building (New Am- 
sterdam Building), negotiated the lease. 


Two Pa. Bills 


(Continued from Page 20) 


arate and distinct classes of insurance 
for such company, association or . ex- 
change shall be considered as_ initial 
agents and not additional agents.” 
Company Attitude on Commission Bill 

What attitude the companies will take 
toward this proposed legislation is not 
definite yet. -While most companies are 
opposed to the principle of commission 
uniformity as contained in the present 
New Jersey law, that statute has been 
declared constitutional by the nation’s 
highest court. It is not wholly improb- 
able, in the event passage of the com- 
mission bill seemed likely, that the com- 
panies would advocate an amendment 
naming a maximum rate of commission 
on all risks for all agents in the state. 
This would gain for the companies their 
desired goal of a reasonable limitation 
of the commission factor in acquisition 
costs. However, the companies as a rule 
are not inclined towards legislative aid 
for the solution of their problems and 
prefer to see the bill defeated. 

Those companies having multiple agen- 
cies in many leading production centers 
of Pennsylvania will undoubtedly be hos- 


tile to the agency limitation bill. Some 
companies are opposed to appointing 
non-policy writers while others have 


adopted this method of getting business 
and have large non-policy writing agen- 
cy plants in many states. They natural- 
ly are not in sympathy with any such 
legislation as is proposed. 

The fact that the agency limitation 
bill. contains provisions for only: one 
agent even in large cities and towns 
makes it more’ objectionable than either 
the Washington or Oregon bills which 
allowed two agents in large centers. 
From several viewpoints it is not consid- 
ered likely that the agency limitation 
measure at Harrisburg has more than a 
remote chance of passing. 








115 Broad Street 











REINSURANCE 


FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 
of New York 


METROPOLITAN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 








Hartford, Conn. 




















N. Y. Exchange Defines 
What Is Fire Insurance 


ONLY MINOR CHANGES MADE 





Hand Book Revision Committee Report 
on Multiple Location Risks Adopted; 
Committee Chairmen 





The New York Fire. Insurance Ex- 
change at its April meeting on Wed- 
nesday adopted the definition of fire jn- 
surance which. was prepared by a_spe- 
cial committee. The text of this report 
has already been published. Only a few 


-minor changes were made prior to adop- 


tion. A report of the Hand Book ke- 
vision Committee was also adopted. This 
contained changes in the wording in a 
number of the rules applying to multiple 
location risks and also included two new 
clauses pertaining to contributing insur- 
ance and specific insurance. These two 
new clauses follow: 


Contributing Insurance Clause 

3. Permission granted for other insurance 
written upon the same plan, terms, conditions 
and provisions as those contained in the form 
attached to this policy, i, e., insurance written 
upon _this premium adjustment coverage form; 
this insurance shall contribute in accordance 
with the printed conditions of this policy against 
any hazard insured by this policy or its riders, 
only with other insurance as defined above. 

Specific Insurance Clause 

4. Insurance other than that described in the 
previous paragraph shall be known as Specitic 
Insurance and shall void this policy except that 
Specific Insurance covering the identical prop- 
erty as is insured by this policy shall be al- 
lowed: 

(a)-—At Tecations where it has been necessary 
to procure such insurance to protect values m 
excess of the limits of liability of this policy, ox 

(v)—vwuen disclosed by written endorsement 
hereon showing location, property covered and 
amount, and when so shown in the application. 

The report included likewise a multiple 
location risk non-reporting co-insurance 
form No. 3. This is practically the.same 
as the Interstate Underwriters’ Board 
form No, 5 except that some minor word 
changes. were made to have the form 
in conformity with Exchange conditions. 
lhis form was adopted. 

he newly appointed arbitration and 
executive committees reported that they 
had organized and named their officers. 
they are as follows: arbitration commit- 
tee—E. W. Nourse, London Assurance, 
chairman; F. W. Kentner, Travelers 
Fire, vice-chairman; executive commit- 
tee—S. ‘IT. Perrin, Perrin & Son, chair- 
man, and Prentiss B. Reed, Phoenix of 
London, vice-chairman. 

On the special committee on reinsur- 
ance B. M. Culver, vice-president of the 
America Fore group, was appointed 
chairman in the place of W. H. Koop, 
president of the Great American, who 
resigned on account of the pressure of 
other work. Skinner & Ray, metropoli- 
tan agents at 123 William Street for 
the General Schuyler of Albany, were 
elected to Class 3 membership. 








AUTO ADJUSTERS MEET 


C. S. Trecartin Elected President of 
Claims Association; New Organiza- 


tion Making Good Headway 


The Automobile Claims Associatiom of 
New York, which was formed a little 
over a year ago by fire company auto- 
mobile loss department heads, held its 
annual meeting and dinner at the Hotel 
St. George in Brooklyn on Tuesday eve- 
ning. The speakers included Harry 
Bragg, general manager of the Automo- 
bile Merchants’ Association of New 
York, and Lieut. E. J. Dillon, in charge 
of the automobile squad of the New York 
City Police Department. D. H. Collin- 
son of the North British & Mercantile, 
presided. t 

Officers elected for the coming year 
were: president, C. S. Trecartin, Agri- 
cultural; vice-president, R. M. Huyler, 
Continental; treasurer, G. S. Christie, 
Importers & Exporters, and secretary, G. 
O. Reynolds, Crum & Forster. Lieut. 





Dillon urged further co-operation be- 
tween insurance companies and the po- 
lice in the matter of furnishing details 
of stolen cars. 
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Our Golfers Combined Policy 


Public Liability 
Property Damage Liability 
Personal Injury 
Golfing Equipment 


$ 10. 


Thee AMERICA FORE GROUP of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY FIDELITY-PHENIX FiRE INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 


AMERICAN EAGLE FiRE INSURANCE COMPANY FiRST AMERICAN FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
ERNEST STURM, Chairman of the Boards 


Eig ht Maiden Lane PAUL L. HAID, President Y 
sie i THE FIDELITY AND CASUALTY COMPANY ) New York,N 
ERNEST STURM, Chairinan of the Board 
WADE FETZER. Vice Chairman 
PAUL L..HAID, President 


NEW YORK CHICAGO SAN FRANCISCO —~ ATLANTA DALLAS MONTREAL 








Page 26 








April 10, 1931 








Aviation Insurance 
Now Easier for Agents 


NEW COMPREHENSIVE MANUAL 





U. S. Aviation Group Issues Underwriting 
Instructions and Detailed Rates 
to Companies’ Agents 





The new comprehensive aviation in- 
surance manual which has just been pre- 
pared by the United States Aviation Un- 
derwriters’ Inc., of New York City for 
the agents of the companies in the U. 
S. Aircraft Insurance Group, is said to 
be the first attempt to place in the hands 
of local producers such a complete set 
of instructions for taking care of air- 
plane risks. It is one of the big steps 
in a movement to get local agents more 
acquainted with aviation underwriting 
and more confident in their ability to 
solicit this growing form of business. 

In the new manual, which covers six- 
teen large-sized pages and is fully in- 
dexed, there is a long section on rates 
so prepared that a local agent himself 
can tell an aviation insurance prospect 
within $20 or $30 at the outside just 
what his premium charges will be. Rates 
vary considerably for the large number 
of insurable hazards which include among 
others the following: 

List of Coverages 

Fire, theft, windstorm, theft and pil- 
ferage, land damage, mooring and perils 
of the air risks on airplane hulls; pub- 
lic, passenger and property damage lia- 
bility coverage; personal accident risks; 
airport liability and workmen’s compen- 
sation and employers’ legal liability. 
Complete coverage on an airplane would 
cost between 20 and 30% annually but 
such full protection is not usually bought. 

The United States Aviation Under- 
writers have subdivided the rating sec- 
tion in the new manual into several parts 
under each hazard, even giving the rates 
by states for windstorm and tornado in- 
surance, so that an agent will have little 
difficulty in preparing rate information 
on any one risk or combination of risks. 

With reference to making applications 
for aircraft coverage agents are asked 
to follow these instructions: 

“(a) A completed signed application, 
accompanied by a completed and signed 
pilot report on behalf of each pilot who 
is to operate the aircraft to be insured, 
must be submitted to the managers for 
each risk. If the agent does not have 
in his possession applications and pilot 
reports, an adequate supply will be fur- 
nished upon request to the managers. 

“(b) Because of the peculiar hazards 
involved, it is essential that more detailed 
information be secured in order to ascer- 
tain the insurability and extent of in- 
surability of an aviation risk than for 
most classes of insurance. The agent is 
urged not to request that risks be bound 
or quotations furnished until completed 
applications and pilot reports have been 
secured, and the absence of sufficient 
information frequently results in the 
managers declining risks which might 
have been accepted had the proper par- 
ticulars been furnished. More confusion 
and misunderstanding in aviation insur- 
ance can be attributed. to demands to 
hasten the binding of insurance, or to 
the securing of quotations on inadequate 
information than to any other causes. 

Payment of Premium 

“(a) Aircraft premiums are payable 
upon delivery of the policies, The ex- 
tremely hazardous nature of the risk 
involved makes this imperative. All pol- 
icies or binders issued are subject to an 
earried premium, and. policies returned 
marked ‘Not Taken’ cannot be accepted. 
The producing agent is responsible to 
the member companies for such premium 
on each risk bound at the instruction of 
an agent. A practice recommended by 
the underwriters and one that has mer- 
ited continued approval is that the agent 
may protect himself by securing 20% of 
the premium at the time instructions are 
received from the assured to bind the 
risk. 

“(b) A premium finance plan is avail- 


able to reliable aircraft operators through 
the USAIG. The plan is designed and 
operated by the underwriters. This as- 
sures the operator of no outside inter- 
ference with his insurance problems as 
the financing is arranged through and 
with the producing agent. 

“All insurance risks are not eligible 
for full coverage. An applicant may 
qualify for certain forms of protection 
without being eligible for all forms. As 
in other lines of insurance, the basic 
economic soundness of the operation and 
the financial and moral sesponsibility of 
the operator are the prime determining 
factors of each risk. The make and type 
of aircraft, including the make and type 
of engine installed, together with the 
experience of the pilot, the purposes for 
which the aircraft is to be used, the air- 
port and hangar facilities utilized and 
the territory over which the aircraft jis 
to be operated are the principal technical 
factors considered in the underwriting.” 

David C. Beebe and Reed M. Cham- 
bers are president and vice-president, re- 
spectively, of the United States Aviation 
Underwriters, Inc: Both established fine 
World War records as pilots and have 
done much actual flying since then. 
Major Chambers is one of America’s 
World War “aces.” The companies in 
the group include the Aetna (Fire), Au- 
tomobile, Globe & Rutgers, Hartford 
Fire, North River, Pacific Fire, Phoenix 
of Hartford, St. Paul, United States Fire, 
Aetna Casualty & Surety, Century In- 
demnity, Hartford Accident & Indem- 
nity, Maryland Casualty, New Amster- 
dam Casualty and United States Fidelity 
& Guaranty. 





PALATINE MAY WRITE MARINE 


The Palatine of England, a member of 
the Commercial Union group, has had its 
home office charter extended so that the 
company may write marine insurance. 
The reason given why the company de- 
sired further powers was that so in the 
United States the company would write 
baggage and all risks jewelry covers 
which are classed here as marine lines 








National Fire Insurance Company 
OF HARTFORD, CONN. . 


Statement, January 1, 1931 
CAPITAL PAID IN................ 
RESERVE FOR ALL LIABILITIES.... 


NET 


POLICYHOLDERS 


ssistant Secretaries 
| W. C. Browne, W. W. Corry, W. H. Hinsdale, W. O. Minter, S. W. Prince 





P. B. REED, JR., LOSS ADJUSTER 





Son of Assistant Manager of Phoenix 
Assurance Now Connected With 
Windle & Dargan, Inc.; A 
Princeton Man 
Prentiss B. Reed, Jr., son of Prentiss 
B. Reed, assistant United States mana- 
ger of the Phoenix of London group, is 
now connected with Windle & Dargan, 
Inc., fire loss adjusters, where he is serv- 
ing an apprenticeship preliminary to tak- 
ing up the work of adjusting fire claims. 
Mr. Reed, Sr., is one of the ablest loss 
men in the country and Windle & Dar- 
gan, Inc., one of the most prominent 
independent adjusting firms, so every- 
thing points to a successful career for 
the younger Mr. Reed. This is his first 
insurance experience. He attended 
Princeton University for a while and was 
for a year with the Otis Elevator Co. 





D. G. HATHAWAY, JR., KILLED 


David G. Hathaway, Jr., insurance 
agent, Pittsburgh, Pa. a son of David 
G. Hathaway, Denver attorney, was 
killed in a fall from a sixth story window 
of the Crest Hotel, Denver, April 1. 
Hathaway had been out with some 
friends and was brought to the hotel 
so much under the influence of liquor 
he was unable to register. 





Sound Insurance 





FIRE ASSOCIATION 


THE RELIANCE INSURANCE COMPANY 


VICTORY INSURANCE COMPANY 
all of Philadelphia 


OTHO E. LANE, President 
JAMES G. MACONACHY, Vice-President 


for over a Century 





CONSTITUTION INDEMNITY COMPANY 


OTHO E. LANE, President 
FRANKLIN VANDERBILT, Vice-President and General Manager 





Chicago 
Atlanta 





HEAD OFFICES 
Fourth and Walnut Streets, Philadelphia 


DEPARTMENTAL OFFICES 
San Francisco 


Dallas 
Montreal 
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SURPLUS AVAILABLE FOR PROTECTION OF 
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1,700,000.00 
49,037,251.92 
24,307,466.60 ° 








HUGE LEGAL FEES CUT 





Missouri House Reduces to $150,000 Pro- 
posal to Give State Rate Counsel 
Fee of $375,000 

Hogs on the hoof outweighed legal 
“brains” as a measuring rod for attor- 
ney fees when the Missouri House of 
Representatives was called upon to con- 
sider the proposed additional fee of 
$375,000 for former Attorney General 
John T. Barker and Floyd E. Jacébs of 
Kansas City, who had represented the 
Missouri Insurance Department in the 
successful fight to sustain the 10% re- 
duction in fire, tornado, hail and light- 
ning insurance rates by stock fire insur- 
ance companies ordered by former State 
Superintendent of Insurance Ben C. 
Hyde in October, 1922. So by a vote of 
69 to 64 the ruralists and other lay mem- 
bers of the House succeeded in cutting 
the attorney fee from $375,000 to $150,- 
000, a slash of $225,000. 

However, this defeat on April 1 was 
apparently regarded as something of an 
April Fool joke on the legal fraternity, 
for on April 2 the attorneys in the House 
came back with another attempt to put 
the full $375,000 compensation over for 
their brothers of the bar. But by a vote 
of 70 to 46 the representatives rejected 
reconsideration. 





N. Y. POND MEETS APRIL 13 


The New York City Pond of the Blue 
Goose will hold a Sportsman’s Night 
meeting at Toni’s Restaurant in Newark, 
N. J., at 6:30 o’clock next Monday eve- 
ning, April 13. Thomas B. Donaldson, 
associate manager of the. Eagle Fire of 
Newark and former insurance superin- 
tendent of Pennsylvania, will be the 
speaker and will show several reels of 
films of fish and game scenes in the 
United States and Canada. These films 
have been procured through the courtesy 
of the Canadian Government and _ the 
Museum of Natural History of New 
York. There will also be music and other 
entertainment. 





OWN RISK AGENCY ILLEGAL 


Attorney General Stratton Shartel of 
Missouri recently ruled that an insur- 
ance agency created for the sole pur- 
pose of placing insurance on its stock- 
holders’ property, so as to obtain the 
agents’ commission for the stockholders 
of the company or association, thereby 
effecting a reduction in their insurance 
premiums, is illegal under Missouri’s an- 
ti-discriminatory and anti-rebating stat- 
utes, He held, however, that agents 
doing a regular insurance business may 
place insurance on their property through 
agencies in which they have a- financial 
interest, but where the agency 1s oper- 
ated for the personal insurance of its 
owners it would constitute illegal re- 
bating. 





RE-ELECT J. W. ROSE 


Buffalo Fire Underwriters’ Association 
held its annual meeting on April 1, rv- 
electing J. W. Rose of J. W. Rose & 
Co. as its president for another year. 
H. D. Rice of Deuel, Lapey & Co. was 
re-elected vice-president; Norman Dut!- 
field of Norman Duffield & Co., treasur- 
er, and Lawrence P. Humphrey of the 
Humphrey-Vandervoort Co. secretary. 
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LOYALTY GROUP 


NULLANAAASOLS LULL LAL TT ILULUUYL LTE i 
TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
Faith in Yourself: Faith in the Present; and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History, that Just Judge of Humanity, reads the record and inexorably records the verdict. 


The Verdict is. always has been. and always will be that True Optimism is justified and its results proven: 
that False Optimism cannot last because of its unsound foundation: and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 


History records that the world progressed. and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.. and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen"’. 
‘Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes. however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. . 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, President. 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK,.NEW JERSEY 


NEAL BASSETT, Chairman of Board 
HENRY M GRATZ, President JOHN KAY, Vice-President A. H. HASSINGER. Vice-President 
WELLS T BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T BASSETT. Vice-President ARCHIBALD KEMP. 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
ELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


CHARLES L. JACKMAN, Presi NEAL BASSETT, Vice-President 
SOHN KAY. View Precnicent a. H. HASSINGER, Vice-President. WELLS T. BASSETT, Vice-President | ARCHIBALD KEMP, 2d Vice-President 


THE CAPITAL FIRE INSURANCE COMPANY 
CHARLES L. JACKMAN, President ; NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE. President H.S. LANDERS, Vice-Pres. & Gen’l Counsel S. WM. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
EARL R. HUNT, Vice-Pres. S. K. McCLURE, Vice-Pres. JOHN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


NEAL BASSETT, Chairman of Board 
Cc. W. FEIGENSPAN. President H. S. LANDERS, Vice-Pres. & Gen’! Counsel W. VAN WINKLE, Vice-President E. C. FEIGENSPAN, Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


COMMERCIAL CASUALTY INSURANCE COMPANY 
WESTERN DEPARTMENT EASTERN DEPARTMENT | PACIFIC DEPARTMENT 


844 Rush Street, Chicago, Ill. 10 Park Place San ‘Francisco, California 
H. A. CLARK, Manager Newark, New Jersey 60 Seaden Street 


Aodi tmnaine CANADIAN DEPARTMENT | W. W. & E. G. POTTER, Managers 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t Managers 


JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 
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Program Next Saturday Evening, April 


18, Commemorating Twenty-fifth Anniv ersary of the San Francisco Earthquak e and Fire. The Radio Stations in These 
Cities Through Which the Program Wil 1 Be Heard Are All Members of the Co lumbia Broadcasting System. Sixty-five 
Stations Will Be Used in This Coast-to-Coast Hook-up. 


Radio listeners in the Eastern states 
who tune in next Saturday evening, April 
18, from 9 to 10 o'clock on any station 
member of the Columbia 
Broadcasting System will hear the elab- 
orate program that has been devised to 
commemorate the twenty-fifth anniver- 
sary of the San Francisco earthquake 
and fire. It is expected that this hour 
will have as large an audience of insur- 
ance people as ever listened to any pro- 
gram. 

William Butterworth, president of the 
United States Chamber of Commerce, 
will open the program from Washington. 
Other speakers will be Governor Rolph 
of California, Mayor Rossi of San Fran- 
cisco, President Thomas H. Anderson 
of the Board of Fire Underwrtiers of 


which is a 


the Pacific and Commander B. W. Gear- 
hart of the California Department of the 
American Legion, all of whom will speak 
from San Francisco. P. F. Garnett, also 
of the Board of Fire Underwriters of 
the Pacific, will act as guest announcer 
and master of ceremonies at San Fran- 
cisco. 

Other features of the program will be 
singing rendered by the San Francisco 
Pond Glee Club of the Blue Goose under 
the direction of Andrew Rennie, accom- 
panied by the Board of Fire Underwrit- 
ers’ orchestra of twenty-two pieces. A 
group of selections by the Glee Club will 
be supplemented by solos by Edwin G. 
Imhaus, one of the best singers in Cali- 
fornia fire insurance circles. The Zane- 
Irwin Post Band of San Francisco, the 
prize-winning American’ Legion band of 








TEXAS QUALIFICATION BILL 
The agents’ qualification bill was 
passed this week by the Texas Senate 
with only one dissenting vote and a 
joint Senate and House committee held 
a conference on the bill Wednesday 
night. This is the result of several years’ 
work on the part of the Texas Associa- 
tion of Insurance Agents and is also ac- 
ceptable to the majority of companies. 
The Texas bill refers to agents and so- 
licitors of companies other than life. 





SPRINKLER LEAKAGE CONTRACT 


Members of the Sprinkler Leakage 
Conference are now using the new form 
of supplemental contract attaching to 
fire policies covering the same interest 
on the same policy. 


JOHN A. DODD RESIGNS 


John A. Dodd of Columbus, O., vice- 
president and a director of the American 
National Fire of Columbus, a member 
of the Great American group, has re- 
signed, His duties as an officer of the 
company are being taken care of for 


the time being by Vice-President Alex- 


ander R. Phillips. 





ILL. CONFERENCE COMMITTEE 

Allan 1. Wolg, head of the Illinois As- 
sociation of Insurance Agents’ special 
conference committee to meet with com- 
pany executives, has appointed the fol- 
lowing to serve with him on the com- 
mittee: Lyman M. Drake, Chicago; J. A. 
Giberson, Alton; R. W. Troxell, Spring- 
field, president of the state association, 
and Cory Nicholson, Decatur. 


the Department of the California, con- 
sisting of more than fifty pieces, will also 
have a part in this feature program. 


Agents’ I. U. B. Committee 

President Percy H. Goodwin of 
the National Association of Insur- 
ance Agents has appointed a com- 
mittee of three to act as the Inter- 
state Underwriters’ Board commit- 
tee. This committee, consisting of 
Harry R. Manchester of Cleveland, 
chairman, R. Bryson Jones of Kan- 
sas City and J. W. Rose of Buffalo, 
N. Y., will confer later with officials 
of the I. U. B. in an effort to bring 
that organization’s operations more 
in conformity with local agents’ 
ideas. Mr. Manchester is the spon- 
sor of the so-called Manchester plan 
which it is believed may be'the ba- 
sis for discussions between the 
agents’ committee and repfesenta- 
tives of the I. U. B. 











CO-OP. ADS IN BUFFALO 


Fire underwriters of Buffalo have been 
co-operating in the publication of large 
advertisements in the newspapers of that 
city, urging the board of education to 
change its decision to cancel fire insur- 
ance on school property and to substi- 
tute a self insurance fund. The adver- 
tisements state many facts to show that 
such a policy would be unwise. 


WITH GERMANIC IN ONTARIO 

J. E. Hodgins has been appointed su- 
perintendent of agencies for the Ger- 
manic Fire of New York and the Baloise 
Fire of Switzerland for the Province of 
Ontario, Canada. For the last six years 
he has been with the Laurentian Insur- 
ance Co. 


INSURANCE INSTITUTE TO MOVE 
The Insurance Institute of America, 
Ine.;«:will) move its headquarters from 
the National Board Building to 80 John 
Street on May 1. The National Board 
needs the space the Institute has been 
occupying for the last few years. 
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NEW HAMPSHIRE 
FIRE INSURANCE CO. 


Manchester, N.H. 


Assets $17,750,177.97 
Reserve Funds $6,369,438.96 
PolicyholdersSurplus $11,380,739.0 1 


61 YEARS OF ACHIEVEMENT 





Cash Capital 
$3,000,000.00 























GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 
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: STRENGTH Ae Me ! 


hn ! Spies i unit L. 


‘|| 1S SAFETY <== 


tides Empire State Building—the world’s tallest building—is a _ 

tribute to modern scientific construction. Strength is the main $24,000,000.00 
factor in this masterpiece. Its total height is about one thousand Net Surplus 
two hundred and fifty feet. The ground floor covers approximate- 331491 (905.53 
ly forty-nine thousand square feet. 











Cash Capital 


Surplus to Policyholders 
$61 491,905.53 


“The Home of New York” has attained an unsurpassed height 
Additional Funds 


through the consistent building up of a reserve capable of with- $40,721,992.00 
standing the strain of constantly occurring losses and the occasional eT 
. . ‘ ‘ Reserved 
heavy burden of conflagration. The financial strength of an insur- for Micellneous Account, Taner, Dividends end 
gations 
ance company is also its main factor of safety. _ $14,689,997.71 


Assets 


The Home Insurance Company of New York carries a substantial siniianiinineemninites 

















_ of the insurance on this massive building of concrete and | "$116,896,195.94 
steel. 
(1 | THE HOME Coneany NEW YORK 


ORGANIZED 1853, WILFRED KURTH, President 


59 MAIDEN LANE 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 


s 








Asked by an agent as to what I 
thought of people in general, and agents 
specifically, after sixty years of life, al- 
most forty of which have been spent 
among agents, I replied that men struck 
me as overgrown children, not in a de- 
rogatory way, for we are all overgrown 
children in a way. If a child wants a 
rattle, and you don’t give it to him, all 
that child’s energy is directed towards 
the effort to get the rattle. 

Then when the child gets it he barely 
rattles it once or twice and then throws 
it away. So with people, if they want 
something of you, or wish you to agree 
with them, and you refuse, they will try 
to move heaven and earth to get it. 
When it is finally offered or given to 
them, they hardly take notice, but try 
to think up some other thing they can 
kick about for not getting. 

In response to this human trait, it is 
good psychology and: salesmanship to 
yield as much as possible when you are 
overwhelmed with criticism, fault find- 
ing and demands, listening to them with 
a smile in silence, but taking a mental 
note of everything, and then, when the 
complainant has got what he has to say 
or ask for off his chest, to come back 
gradually at him, giving your side of the 
picture without refusing for the time be- 
ing or denying anything. 

A friend of mine said that if you fol- 
lowed this course, that is, yielding first 
and then later coming back, something 
like a rubber band, “you can get away 
with murder.” A great many people are 
more satisfied with “letting off steam” 
in itself and for relief it gives them, than 
interesting in whether they get what 
they want or not; and when you give 
them an opportunity to let off steam, 
they are so grateful to you that you 
have a good chance to say that while 
you see there is a great deal in what 
they say, nevertheless you think, etc. 
The party who has been given a hear- 
ing is then in a good frame of mind to 
lend an ear to the other side of the 
matter, i. e., your side. If you don’t 
believe it, try it some time. 

Some people bring you their troubles 
and talk of them, and analyze them as 
if they were something that is new, for- 
getting that their troubles are the pen- 
alty of being on earth and having to 
make a living, especially if working for 
others. It doesn’t do to tell them that 
others have the same or worse troubles, 
but you have to tell them practically that 
if they were dead or had never been 
born they would be free of troubles. In 
this grown-ups have the same psychol- 
ogy as children. To mitigate the hurt 
that a child has suffered, the child finds 
great solace when you call a chair or a 
table against which the child has been 
bruised, all kinds of names, blaming the 
chair and the table but not the child, for 
being in the way of the chair or the 
table. For the child in above simile, 
substitute “man” and for the chair and 
table “troubles.” 

To a man who was always kicking and 
dissatisfied and unhappy who asked me 
for a remedy I suggested what my for- 
mer boss, L. F. Goulé, told a friend of 
his who wore out his patience: “Oh, 
take a heaping spoonful of chloroform!” 

.. +." 


Getting Them Coming and Going 

Regarding the expression, “getting 
them coming and going,” I am reminded 
of an episode in the city of Hornell years 


ago, when I was called upon by the old 
Germania to pass upon the physical and 
moral hazard of a “piggery,” that is, a 
place in which pigs were raised from 
city garbage, on the outskirts of the city. 
I found on inspection and investigation, 
not from a “hotel office or sidewalk sur- 
vey,” that this plant was a veritable gold 
mine for the assured, and he was be- 
coming rich in a relative way. 

This individual had a contract with 
the city to remove garbage and was paid 
a good price to do so. This garbage he 
took out to his piggery, and raised pigs 
on the swill on quite a large scale. In 
other words he was getting his feed not 
only free of expense, but was receiving 
a good price for taking it. The rate of 
insurance was high and the moral haz- 
ard certainly good, and I passed the 
risk over many objections of the home 
office and it never burned. 

While on this subject I wish to tell 
of a report on what was done to a loss 
clerk in a home office who was caught 
coming and going, a little differently than 
above related. He applied for a raise 
while losses were coming in fast and 
was told that he of all men knew how 
heavy losses were, and that the time was 
very inopportune to grant him an in- 
crease. This argument satisfied him for 
a while, but when losses were not so 
thick, and he had little to do above 
normal, he brought the matter up again 
and was told that as there was com- 


paratively little work now, he certainly . 


could not expect a raise, as his work 
had diminished. 
x * * 
Religious Intolerance 

In offering the agency of a Japanese 
company to a Moravian at Bethlehem, 
Pa., I had exhausted every objection, as 
I thought, on part of the agent to his 
taking on my company. After some si- 
lence, he said: “I don’t want your com- 
pany because it is operated by heathens” 
(that is non-Christians). The Moravians 
at Bethlehem are descendants of the 
German Moravians, who settled there as 
a religious community about two hundred 
or more years ago. Theirs is an old 
Protestant faith, and they came there 
into the then Pennsylvania wilderness to 
worship in their own way, free from in- 
terference as they had been annoyed by 
narrow mindedness of their opposition 
in the fatherland. 

They came mostly from southern Ger- 
many. Though they came as a result of 
religious intolerance, as did the early set- 
tlers of New England, like all these 
pioneers they fell into the same intoler- 
ant spirit against non-believers in their 
own faith among their own people or 
against non-believers among the nations 
of the world. This is, of course, a very 
old human trait; that is, to force our 
religious or personal opinions of conduct 
on others, who consider their ways of 
thinking the best. As witness “heathen 
Chinee” on the part of Christians; in- 
fidel (applying to Christians) on the part 
of Mohammedans, etc. 





TO TALK ON ADVERTISING 

“Overlooking a Good Bet” will be the 
title of an address which Harold E. Tay- 
lor, advertising manager of the Ameri- 
can of Newark, will make before the 
members of the Fire Insurance Society 
of Philadelphia on Wednesday, April 29. 
Mr. Taylor’s talk will be on whether 
agents take advantage of company ad- 
vertising. 


SUBURBAN RATING COMMITTEES 





Executive, Agency Qualification, Broker- 
age and Deviation Committees 
N. Y. Fire Organization 

The executive committee of the Su- 
burban Division of the New York Fire 
Insurance Rating Division now consists 
of the following members: for local com- 
panies, John A, Forrestel, National Lib- 
erty; Arthur A. Nelson, Fidelity-Phenix, 
and Wilbur C. Smith, Pacific Fire. For 
foreign companies: Bertram E. Gendar, 
Caledonian; J. T. Goeller, London & 
Lancashire, and Charles E. Wickham, 
Western Assurance. For out-of-town 
companies: Henry W. Cowles, Glens 
Falls; W. E. Maynard, Anchor; F. F. 
Richardson, Detroit F. & M.; Harry Von 
der Leith, United Firemen’s, and H. N. 
Zweig, Mechanics & Traders. 

The committee on agency qualifica- 
tions, appointed to serve until March 1, 
1932, consists of the following: local com- 
panies, Joseph F. Murray, Jr., Star, and 
Arthur A, Nelson, Continental; foreign 
companies: William A. Blodgett, Eagle, 
Star & British Dominions, and O. F. 
Gant, Norwich Union Fire; out-of-town 
companies: Fred W. Kentner, Travelers 
Fire; J. E. Peace, Fireman’s Fund, and 
Robert T. Stewart, Pennsylvania Fire. 
The members of the brokerage commit- 
tee and the deviation committee have also 
been appointed. 





GOLD MEDAL FOR HOME AGENT 

P. C. Anderson, agent for the Home 
of New York at Hammond, Wis., was 
recently guest of honor at a dinner given 
for him at the St. Paul Hotel in St. 
Paul in recognition of his fifty years of 
service as a representative of the com- 
pany. The Home presented him with a 
gold medal. During the half century in 
which Mr. Anderson has written busi- 
ness for the company the assets of the 
Home have grown from $6,390,352 in 
1879 to $116,896,125 at the present time. 
The premium income of the Home to- 
day is about nineteen times as large as 
it was then. 





N. J. FIELD CLUB MEETS 

Prentiss B. Reed, assistant United 
States manager of the Phoenix of Lon- 
don, was the guest speaker at the din- 
ner-meeting of the New Jersey Field Club 
held on Monday, April 6, at Trenton. His 
topic was “Specialty Lines Loss Adjust- 
ments.” The members present voted to 
‘change the dinner-meetings of the as- 
sociation from the first Monday of each 
month to the second Monday. A num- 
ber of new members were elected to 
membership including Guy Alcock, Rus- 
sell Burke, Joseph Collins, Allan Dixon, 
Joseph Garland, Otto Goeringer, George 
Robinson, Russell Steele and John Ward. 
The total membership of the association 
is now about 135. 





LOGUE BROS. & CO., Inc. 
INSURANCE 


HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 











INSURANCE STOCKS 


eaten anneal 


FRANK L. BROKAW & C0. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 7-2720 











J. CAMPBELL HAYWOOD 


ADJUSTER 


for STATE of CONNECTICUT 
Wide Experience 











222ND YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 











VARIETY IN BIDDING 


Bids for fire, theft, property damage 
and liability on between 200 and 250 
county dutomobiles used in Erie county, 
of which Buffalo is a part, were re- 
jected by the board of supervisors after 
long study. The fact that agents bid all 
the way from $8,000 to more than $13,000 
could not be explained to the satisfac- 
tion of the county officials who demand- 
ed new bids to be received shortly. 














INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


O. J. PRIOR, President 
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W. M. CROZER, Secretary 











ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 


PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 


95 Maiden Lane, New York 
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Highway and byway, side road and main road, 
filled to overflowing with all kinds and condi- 
tions of cars, from the glittering foreigner costing 
$20,000 to the efficient though joke provoking 
midget —all going somewhere and seemingly in 
a hurry. 

Bumps, crashes, sideswipes are inevit- 
able. Injuries to passengers and pedes- £ 
trians are always a part of this never- | 
ending migration. Property damage is © 
a commonplace. Fire is forever destroy- 






ing and thieves are ceaselessly carrying on their 
profitable racket. 

The answer to the question “What to do?” is 
of course automobile insurance and plenty of it. 
The owner realizes this in a vague sort of way. 
The 4tna Fire Group companies help 
the agent make the car owner know 
that to drive without proper insurance 
I) is to gamble against tremendous odds— 

a foolhardy rather than a sporting prop- 
Osition. 


THE AETNA FIRE GROUP 


AETNA INSURANCE COMPANY 


THE CENTURY INDEMNITY Co. 


THE WORLD FIRE AND MARINE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


PIEDMONT FIRE INSURANCE COMPANY - 


CHARLOTTE, NORTH CAROLINA 
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H. B. L. Sedgwick, Noted 
London Broker, Is Dead 


CHAIRMAN SEDGWICK, COLLINS 





Enthusiastic Yachtsman and Sportsman; 
Played Football in Younger Days; 
Many Years at Lloyd’s 





A famous Lloyd’s personality has 
passed away in H. B. L. Sedgwick, chair- 
man of the important firm of brokers, 
Sedgwick, Collins & Co., Ltd. Mr. Sedg- 
wick was undoubtedly one of the best- 
known Lloyd’s men of his generation. 

Coming to Lloyd’s in the ’seventies, 
Mr. Sedgwick obtained his early experi- 
ence with the firm of Alexander How- 
den & Co., commencing business on his 
own account in 1879, and becoming as- 
sociated later with the late G. H. B. 
Moger, when the style of the firm be- 
came H. B. Sedgwick, Moger & Co. On 
the retirement of Mr. Moger in 1898, Mr. 
Sedgwick carried on the business alone 
until 1912, when the firm became a lim- 
ited company, and amalgamating with 
the brokerage business of F. L. H. Col- 
lins & Sons, founded the firm now 
known as Sedgwick, Collins & Co., Ltd., 
one of the most important in the market. 

H. B. Sedgwick was a man of many 
interests, and in particular he was a 
great sportsman. His enthusiasm for 
yachting is well known, and at one time 
he was owner of the crack cutter White 
Heather. A good shot and a keen horse- 
man, his ability as a whip with his team 
of roans was well known in coaching 
circles. In his younger days he was an 
enthusiastic footballer, and in his later 
years he was an ardent golfer. Indeed, 
he played his last round on the Woking 
course on the day before his sudden 
death. Like many Lloyd’s men of his 
time, he had a great regard and friend- 
ship for the famous crier, Walter Far- 
rant, and it is said of the latter that 
one of his most treasured possessions 
was a silver cigarette case given by Mr. 
Sedgwick “From one old Etonian to an- 
other,” Farrant having at one time at- 
tended a school at Eton, and Mr. Sedg- 
wick being an old Etonian. 





GOVERNMENT INSURANCE 


The program of the Czechoslovakian 
government provides for the introduction 
of state insurance for hail and live stock 
insurances, The taxpayer as usual un- 
der such schemes will have to pay for 
the indemnification to be granted to the 
assured which compose only a part of 
the population. 





STREET HEADS W. F. I. A. 


Charles R. Street, vice-president of the 
Great American, was last week elected 
president of the Western Factory Insur- 
ance Association at the annual meeting 
in Chicago. Other officers are: vice- 
presidents, George H. Bell, National of 
Hartford, and George C. Long, Jr., 
Phoenix of Hartford; secretary-treas- 
urer, John C. Harding, Springfield F. 
& M. 





McGEE BRANCH OFFICE MOVES 
William H. McGee & Co., prominent 
marine underwriters in New York, have 
removed their branch office from 13 
Geld Street to 27 Platt Street. John 
Osterbye is manager of this office which 
handles both ocean and inland marine 
business. 





DEATH OF ALBERT KLEIN 
Albert Klein, of H. Klein & Co., Inc. 
insurance brokers, died last Saturday. He 
had been in insurance since 1894, Re- 
cently he underwent an operation in the 
Long Island College Hospital from 
which he never fully recovered. 





SPRINKLER ASS’N MOVES 
The National Automatic Sprinkler As- 
sociation, which has been at 80 Maiden 
Lane, New York City, moved last Mon- 
day to the Bartholomew Building, 205-17 
East Forty-second street. 


WILLIAM H. KEES DIES 


William H. Kees, formerly local man- 
ager at Cleveland for the National Lib- 
erty and its predecessor, the old Germa- 
nia Fire of New York, died last week 
at Wiesbaden, Germany. He was 90 
years of age and for nearly sixty years 
was in the insurance business in Cleve- 
land. He has been buried at Trippstadt, 
Germany, his birthplace. Mr. Kees came 
to the United States in 1865 and in 1871 
entered the insurance and real estate 
business in Cleveland. He was appointed 
manager there for a by the 
late Col. E. G. Halle, Western manager 
of the company. Six years ago the Na- 
tional Liberty pensioned Mr. Kees and 
his son Charles Kees carried on the busi- 
ness which his father founded. He is 
survived also by another son, William 
F., and a daughter, Mrs. Emma R. 
Williams. 





RAIN ASSOCIATION MEETING 

The annual meeting of the Rain In- 
surance Association will be held next 
Tuesday, April 14, at which time officers 
for this year will be elected and consid- 
eration may be given to a new form of 
policy to supplement those already in 
use. The offices of the association will 
be removed from their present location 
in the National Board Building to 90 
John Street about May 1. 


DETROIT WITH ROSS OFFICE 

The Detroit Fire & Marine has ap- 
pointed Ross Underwriters, Inc., of 102 
Maiden Lane, New York, as agent for 
fire and allied lines in New York City. 
The Ross office already represents the 
Reliance of Philadelphia, a member of 
the Fire Association group, and with the 
addition of the Detroit will have a mem- 
ber of the Great American fleet. The 
members of the Ross office are G. H. 
Ross, president; Edwin H. Ross, vice- 
president, and Gerald J. Ross, secretary- 
treasurer. 





INDIANA OLD TIMERS’ CLUB 

More and more interest is being taken 
in the formation of an Old Timers’ In- 
surance Club in Indianapolis. Louis H. 
Wolff, formerly Indiana state agent of 
the Actna of Hartford, is one of the 
principal figures in the movement and 
it is planned to enroll every person who 
has been in the fire insurance business 
for twenty or more years. It is planned 
also to hold dinners and meetings at 
least once each quarter. A committee 
now is working on rules for the organ- 
ization. 





UP FOR RE-ELECTION 
David Jeakens, president of the Spring- 
field, N. J., Board of Fire Commissioners, 
is up for re-election on the township 
committee. 








LOYALTY TO OUR 
AGENTS HAS MADE 
OUR AGENTS LOYAL 


WILL WRIGHTEM, Field Correspondent 
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Union of France Controls 
Nationala of Bucharest 


PAYS IN ADDITIONAL CAPITAL 





Cuban, Japanese, Spanish and Danish 
Companies Enter France; Le Pays 
New Company in Paris 





Berlin, March 15.—The Nationala of 
Bucharest, Rumania, has increased its 
capital from fifteen to twenty million 
lei. This added capital will be paid by 
the Union of Paris, which company, by 
this transaction, becomes a majority 
stockholder in the Rumanian company. 

Prof. Alfred Manes and Councillor 


Otto Hagen will lecture on insurance - 


matters at the summer semester of the 
High School of Commerce, which opens 
in Berlin April 15. 

There will be a change in classifica- 
tions in the German unemployment in- 
surance laws when the amendment is to 
be submitted to the Reichstag. 

Automobile manufacturers, dealers and 
owners are at present much interested 
in the so-called automobile pass, a doc- 
ument which will have to be issued for 
every automobile manufactured, owned 
or operated within Germany. No sale 
or transfer will be valid without proper 
entry and surrender of this pass to the 
new owner of a car; it will help prevent- 
ing thefts. A-.novel feature is that all 
repairs must be entered on this pass 
and it will thus give the actual life his- 
tory of each automobile. 

It is rumored that the German Auto- 
mobile Insurance Co. A. G. of Stuttgart 
is about to increase its capital from three 
to four million RM. At present only 
25% of the three million capital is 
paid up. 

The Sejm (Polish Parliament) has 
voted a government export fund in order 
to further encourage Polish exports. As 
a consequence export insurance will soon 
become an important factor in Polish 
insurance. 

Holland intends to introduce compul- 
sory liability insurance for automobile 
owners. 

Mergers in Bulgaria 

The new Bulgarian law regulating su- 
pervision of insurance by the govern- 
ment is expected to lead to many com- 
pany mergers. 

La Cordialite of Paris has increased 
its capital to 5,000,000 francs by issuing 
40,000 shares of 100 francs each. 

The following foreign insurance com- 
panies have been licensed to do_busi- 
ness in France: Chiyoda Fire of Tokio, 
Contingency of London, Lucero of Ma- 
drid, Nordisk. Brand of Denmark and 
La Union Nacional of Havana. 

A new French company is Le Pays 
of Paris, writing all branches other than 
life. Capital is a million francs. Report 
that the Riunione Adriatica of Italy has 
purchased the controlling interest in the 
Vistula of Poland, now in liquidation, 
is wrong. The Assicurazioni Generali of 
Trieste has entered into an agreement 
with the Vistula to take over the un- 
expired business of the latter. 





Suburban Meeting 


(Continued from Page 1) 


Agents. Because we are located so near 
a metropolis we have our individual prob- 
lems which are different than those en- 
countered by agents in other parts of 
the state. We think we will make quite 
a show of strength at the Astor mect- 
ing and will prove to the companies that 
our grievances should be considered. 
While the commissions question of 
course is uppermost in our minds there 
are other matters which will be gone 
into. The interest shown in the commit- 
tee meetings which have been held is 
gratifying to the suburban agents as 4 
body.” wots 

Among those who have been invited to 
speak are Superintendent of Insurance 
George S. Van Schaick and William 1k 
Ward of the New York Fire Rating Or- 
ganization. 
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Local B 


Percy H. Goodwin 
Municipal Lines, 


Had Been Lost to 


Percy H. Goodwin, president of the 
National Association of Insurance 


. Agents, has issued a long statement ex- 


plaining the method by which local as- 
sociations in various parts of the country 
are securing insurance as board units, 
meeting considerable success in winning 
back to stock company channels munici- 
pal, city and school board insurance as 
well as reclaiming business from non- 
agency mutuals, reciprocals, chain stores 
and out-of-town placements. This is 
done under the name of the Local Board 
Method of Local Board Placement. 

The method of handling municipal 
lines, called the Oakland plan, is also 
described in a statement issued also by 
the National Association of Insurance 
Agents this week under the signature of 
Percy S. W. Ramsden. Considerable 
publicity has already been given in the 
insurance papers to the Oakland Plan, 
which had its origin in 1925 when the 
officers of the Oakland Association point- 
ed out to the directors of East Bay Mu- 
nicipal Utility District that the District 
could arrange for the payment of con- 
tract bond premiums by saving in costs 
on bond premiums and by retention of 
the business to the insurance interests 
of the communities. 


How Groups of Agents Work 


In describing local board placement 
Mr. Goodwin says the first thing for 
agents to do in developing this plan is 
to make up their minds thoroughly that 
it is not necessary, in order to make a 
beginning, to have all the agents in the 
community as members of the local or- 
ganization. Five or six agents, and in a 
small town, even three or four, are suf- 
ficient to start as long as they can se- 
cure the name of the town as an as- 
sociation. 

In discussing the plan of operation Mr. 
Goodwin said: 

“After your local membership, be it 
small or large, has decided to operate 
on the basis mentioned, then it is up to 
vou to decide whether you will start, first 
in a small way attempting to acquire 
and service, with your local board, your 
municipal insurance or some part of it 
or the school board insurance or the 
county insurance or some particular dis- 


trict or improvement district insurance 


or any of the numerous departments that 
go to make up your civic and municipal 
life; or that are you going to attempt 
to develop and reclaim business in your 
community that is now being placed in 
non-agency mutuals or reciprocals or in 
out-of-town placement, including chain 
Stores. 

“Now, remember, the local board does 
not write the insurance. The insurance 
is all written by local agents, members 
of your local board, who give to the 
local association the entire commission 
that they receive on the insurance writ- 
ten under the local board placement plan. 

Committee Distributes Insurance 

“Do not make the mistake of allowing 
the agents who write the insurance to 
retain or be paid an over-writing com- 
mission or a portion of the commission 
for their labor performed. It is found 
that this creates jealousy and discord. 
Let your committee handling the prob- 
lem so distribute the insurance, written 
under the local board plan, first to one 
and then to another so that in the end 
all your members are doing a like amount 
of work, writing a like amount of insur- 
ance. Also, in the placement attempt 
to see that all companies represented by 
members of your association get a fair 


Chain 


Tells of Co-operation 


Stores 


and equitable distribution of the pre- 
mium. Eliminate every suspicion of pos- 
sible selfishness on the part of any mem- 
ber. Bring about a condition whereby 
each member is willing to do his part 
for the benefit of all. 

“Some have brought up the question 
that in their state their local boards can- 
not operate for profit. Or be in the 
insurance business. Other questions 
have been raised tending to create a 
viewpoint that this matter cannot be 
handled in their particular state or com- 
munity. 


“Any good attorney can advise you 
how to handle the matter entirely within 
the law. You will find that in matters 
of this kind no insurance commissioner 
is going to attempt to prevent your op- 
erations. 

“The local board is not in the insur- 
ance business and is not writing the in- 
surance. If your laws are so technical 
then there is no law in the ‘land that can 
prevent any agent from donating to the 
local board the full commission that he 
might receive on any policy. Not as a 
commission, but as a money gift. You 
can use this money to pay your entire 
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expenses. 
for profit. 
Some Concrete Examples 

Mr. Goodwin then gives a number of 
concrete examples with detail eliminated : 

No. 1—A large city. Number of agents 
in local board about one hundred. Line 
handled: Public liability for the city. A 
number of years previous the city offi- 
cials had placed the public liability in- 
surance with a large brokerage house in 
a city many miles distant. The agents 
had made every effort to secure the re- 
turn of this line to themselves indi- 
vidually with no success. Politics inter- 
fered. 

Finally, the local board decided to go 
after this line as a local board. A com- 
mittee of seven was appointed to handle 
the matter. This committee arranged 
the outline of its campaign, got all its 
arguments well prepared, form, rates 
and so forth. The remaining member- 
ship then was divided up into groups of 
one and more, considering what best 
contact each group could have with some 
one of the office holders in charge of 
the placement. 

These individuals, so selected, did their 
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part in interviewing each official on the 
subject of letting the entire local asso- 
ciation handle this line of insurance, 
utilizing, of course, in this as in every 
other case, the influence of members of 
organized minorities. When these indi- 
viduals had reported that they thought 
the matter ripe and in proper shape, the 
committee of seven got in action and it 
was remarkable to see how soon the line 
was again brought back to the city where 
it belonged and placed with the local as- 
sociation. I think the commission on this 
one line was in the vicinity of seventy- 
five hundred dollars. 

No. 2—A fairly large city of about 300,- 
000 people. Members in local board, 
about fifty. Line: a large hotel, which 
had formerly been written by many lo- 
cal agents. The out-of-town owners de- 
cided to turn the line over, through a 
broker, direct to one insurance company. 
The local association got busy as an as- 
sociation, appointed its committees, 
brought all influence necessary to bear, 
and explained that the insurance ought 
to be placed in the city where this hotel 
expected to make its profit. 

The result was that the entire line, 
amounting to some five hundred thou- 
sand dollars, with all allied lines of com- 
pensation, public liability, check forgery 
and hold-up robbery, burglary, and so 
on, was taken care of by the local as- 
sociation’s committee, the lines were 
written by the agents designated, and 
the commission finally reached the local 
association. : 

No. 3—Same city—same local board. A 
large club was about to be placed outside 
local agency channels. The agents hav- 
ing the line admitted that they were 
losing it to a broker. The local board 
got busy and same committees handled 
the case with the same results. The bus- 
iness remained in the city and the local 
association got the commission. 


Hotel and Department Store 
No. 4—A town of about 50,000 popula- 


tion. Members of local association, 
thirty. Again a hotel, owned by an in- 


dividual who 8wned hotels in several 
different cities, placing all the lines with 
a large brokerage house in a large city. 
The local board appointed a committee 
of ten, one-third of their members, who 
went to the larger city, interviewed the 
owner, brought to bear all the arguments 
for local board placement, the good ef- 
fect of patronizing home industries, what 
their local members could do for the ho- 
tel or what they could not do, with the 
result that at that interview the entire 
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Best Time To Bites Windstorm 
Coverage Is Before The Storm 


Boston and Old Colony Companies Tell How Public Appreci- 
ates Agent Who is On the Job Before Claims Occur; 
Agents Should Not Risk Allowing Competitors To 
Get Jump on This Line 


Irrespective of any month the best 
time to sell windstorm insurance is be- 
fore a storm hits an agent’s home dis- 
trict. While March is considered the 
most logical time of the year to feature 
this coverage, it is really an all year line 
for agents to stress. The Boston and 
Old Colony companies have been push- 
ing windstorm protection this last month, 
bringing out the point that policies writ- 
ten before a catastrophe are the kind 
that stay on an agent’s books, whereas 
after a storm has occurred the insur- 
ance representative is generally blamed 
by those not covered for his lack of fore- 
sight and all-around service giving abil- 
ity. 

The Accelerator, the monthly publi- 
cation of the Boston and Old Colony, 
edited by Ray C. Dreher, carries the fol- 
lowing clear explanation of the necessity 
for getting the public better acquainted 
with windstorm and tornado coverage: 


Local agents who are most successful 
in writing windstorm insurance do not 
wait for a severe windstorm to sweep 
across their territory before they start 
going after this important coverage. Of 
course that condition affords an excel- 
lent opportunity for many sales. Yet 
there are many salesmen who do not 
need the stimulating effects of a wind- 
storm to create a demand. They know 
the need of the coverage—are thorough- 
ly sold on it and so go out and create 
their own demand. 

These agents know that the policies 
they sell before the storm have a better 
chance of sticking than those written 
after. The reason for this is that those 
in the first class had to be thoroughly 
sold on the coverage while the latter 
bought it from the first insurance man 
who called on them due to the fear of 
financial loss aroused temporarily by the 
storm. These men will drop it at ex- 
piration. This brings up one point that 
many local agents overlook—that very 
little profit is made on the sale of the 
average policy due to the time and 
money spent in solicitation—the profits 
come with the renewals. 


The Satisfied Customers 


The property owner who has been sold 
windstorm insurance before the storm 
and who suffers a loss is sure to tell 
his friends about his on-the-job insur- 
ance man. The property owner who was 
not sold windstorm insurance before the 
storm and suffers a loss, when he realizes 
that there was a form of insurance to 
protect him, will turn from his not-on- 
the-job insurance man to the on-the- 
job man. There is no better advertise- 
ment than a satisfied customer and no 
poorer advertisement than a dissatisfied 
one. If a destructive windstorm should 
sweep a path through your territory to- 
morrow, which class would your cus- 
tomers be in? e : 

There is another reason why it is es- 
sential that every local agent push wind- 
storm insurance—competition. No agent 
can afford the risk of having a competi- 
tor use this coverage as an entering 
wedge on his customers. Your custom- 
ers won't listen to competing agents, you 
say? Well, we learned differently when 
we interviewed two hundred and fifteen 
buyers of insurance. In answer to our 


question “Would a new agent (not your 
regular man) with a new form of pol- 
icy receive your attention? Your patron- 


s 


age?” Eighty-two per cent said that 
they would listen to the new agent and 
47% said they would patronize him. The 
answer proves conclusively that a good 
percentage would favor the man who 
was on the job and let the old agent 
wake up to the situation. It is easier 
to keep an old policyholder sold than 
to get a new one to take his place. 

This form of protection provides in- 
demnity against direct loss or damage by 
windstorm, cyclone, and tornado. This 
policy may also be extended to cover 
resultant fire loss in territories where 
the standard fire policy contains a “fall 
of building” clause voiding the policy in 
the event that the building or any ma- 
terial part thereof falls as a result of 
windstorm. Where this condition exists, 
a large percentage of insurance to value 
should be recommended. Do not lose 
sight of the fact that this form of pro- 
tection may also be written in some ter- 
ritories together with aircraft, explosion, 
riot and motor vehicle property damage 
under a supplemental contract attached 
to the fire property damage policy. 

For further information regarding 
rules and rates, we would refer you to 
the windstorm manual applicable in your 
territory. 

May Be Written on Contents 

Windstorm insurance may be written 
on contents as well as on buildings and 
the forms of use and occupancy, rents 
and leasehold interest may be applied 
to the policy. 

The principal exclusions are worth not- 
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ing. The policy does not cover damage 
caused by rain, sleet, or snow unless 
wind damages the building covered to 
such an extent that the rain, sleet, or 
snow follows through after the damage 
caused directly by the wind. The policy 
excludes damage by hail or loss on metal 
smoke stacks, signs, awnings, radio aerials 
and their supports, unless there is an en- 
dorsement attached and an additional 
premium charge. Also of importance is 
the limit of liability applying to plate 
glass which is controlled by the pro- 
pcertion of the total insurance which the 
value of all plate glass bears to the total 
value of the building insured. 

One of the largest sources of wind- 
storm premium or at least one of the 
largest single sources is the blanket 
mortgage interest form. This form is 
sold to banks, trust companies, and 
building loan associations. The amount 
of the contract is based on 25% of all 
outstanding loans made by the mortga- 
gee. Although the rate is low, the 
amount of liability may well run into 
seven figures. This form does not in any 
way protect the interest of the property 
owner and it does not protect the in- 
terest of the mortgagee over the amount 
of the mortgage. In case of loss the 
company cannot be called upon unless 
there is an actual impairment of the 
mortgage loan to the mortgagee. The 
policy is written for 25% of all loans and 
is subject to the 25% co-insurance 
clause, but this does not mean that any 
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individual loss is restricted to 25% re- 
covery to value. 

Windstorm insurance is essential to 
the man who-has a mortgage on his 
property. The reason for this is that a 
mortgage note is a collateral loan, and 
if the property was destroyed by a se- 
vere blow the mortgagee must raise 
funds with which to discharge his debt 
to the bank. One agent we know who 
is particularly successful in selling wind- 
storm insurance attaches a little memo- 
randum to all fire policies carrying a 
mortgagee clause which he renews. This 
note, written in long hand in red ink, 
follows: “This fire policy excludes all 
loss or damage by wind. How would 
vou meet the demands of the bank if 
your property was destroyed by the 
wind? 

“Paying interest charges after your 
home has been destroyed is not the 
brightest of prospects. 

“Phone us today for complete infor- 
mation on windstorm insurance.” 





GLOBE FIRE ELECTIONS 


A. C. Parsons has been elected presi- 
dent of the Globe Fire of Oklahoma 
City to succeed Ed Semans. Other of- 
ficers include Joe A. Ingraham of Shaw- 
nee, vice-president; E. L. Burton, Okla- 
homa City, secretary; O, B. Mothersead, 
former state banking commissioner, 
treasurer; and S. K. Bernstein, of Okla- 
homa City, attorney. Mr. Semans is no 
longer connected with the company hav- 
ing sold his interest to Mr. Parsons. 





FIRE ASSOCIATION SPECIAL 


The Fire Association of Philadelphia 
has appointed C. E. Hutchinson as spe- 
cial agent for West Virginia to succeed 
Albert J. Ruth, who has been transferred 
to the Pennsylvania territory, Mr. 
Hutchinson is well qualified for his new 
position. -He is a native of West Vir- 
ginia, having graduated from the Uni- 
versity of West Virginia in 1924, and en- 
joys training as a rating engineer and 
special agent. 





DISREGARD OMISSION 


Failure to attach a rider invalidating 
the sole ownership clause of a policy is- 
sued by the Girard Fire & Marine has 
been held by the Virginia Supreme Court 
of Appeals not to invalidate the policy, 
which was issued covering a dwelling 
sold on the instalment plan. The policy 
was in favor of the sellers, Baldwin Bros. 
Howard W. Saunders, general agent of 
the Girard at the time the policy was 
issued, had an agreement with Baldwin 
Bros. not to require riders on policies in 
such instances. The court held that the 
acts of the general agents prevented by 
law the company’s claim of no liability. 





NORWICH UNION PROMOTIONS 

F. W. Lamont, fire manager, and C. 
C. Paull, accident manager, of the Nor- 
wich Union Fire’s Canadian department, 
have been promoted to assistants man- 
agers of the company, serving under the 
general manager for Canada. William A. 
Thomson. Thomas James, chief account- 
ant of the company, has been advanced 
to secretary. The changes became ¢f- 
fective April 1. 


Pennington & Co., San Diego, have 
been appointed general agents for the 
Pacific Fire, Cosmopolitan Fire, Lloyds 
Casualty. 
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MARINE & AUTOMOBILE 





Hull Underwriters 
Lose In Andree Case 


BRITISH DECISION 


IS GIVEN 





Several Novel and Difficult Questions 
Arise in International General 
Average Losses 





Justice Roche in the King’s Bench 
Division of the British Courts has given 
judgment against the London Assurance, 
the British Traders Insurance Co. and 
Arthur H. Henderson of Lloyd’s in the 
case of the steamer Andree for their 
respective proportions of the divers sums 
which he held in principle to be the sums 
recoverable under the several policies. 
He also entered judgment for defendant 
United Kingdom Mutual Steamship As- 
surance Association, Ltd., of which the 
plaintiff, the Green Star Shipping Co., 
owner of the Andree, was a member. 

A fire broke out in the steamer An- 
dree’s holds while she was loading gen- 
eral cargo at New York in April, 1922, 
when general average expenditure was 
incurred, She reloaded and sailed, and 
on May 22 she collided with the steamer 
H. F. Alexander and sank. The cargo 
was again discharged, and the vessel was 
raised and taken to Chester, near Phila- 
delphia, where the voyage was aban- 
doned. Further general average expendi- 
ture was incurred by the Green Star 
Co. by reason of the collision. 

Justice Roche said the case raised ques- 
tions of novelty and difficulty in marine 
insurance law. An agreed statement had 
been supplemented by several average 
statements and his Lordship dealt with 
principles leaving all amounts for settle- 
ment or determination hereafter. The 
London Assurance underwrote on hull 
and machinery, under a time policy con- 
taining the Institute time clauses. The 
British Traders and Mr. Henderson un- 
derwrote a special risk relating to gen- 
eral average losses, and the association or 
club, of which plaintiffs were members, 
undertook, subject to its rules, to indem- 
nify members against liabilities including 
cargo’s proportions of general average 
not otherwise recoverable. 


Value of End of Adventure 


The contract of affreightment provided 
for the adjustment of general average 
The 
policy issued by the hull underwriters 
said that in all matters not specially re- 
ferred to in the York-Antwerp Rules 1 
to 17, the adjustment should be in ac- 
cordance with the law and practice ob- 
taining where the adventure ended, and 
as if the contract contained no special 
terms on the subject. Rule 17 of the 
Rules of 1890 provided that the contri- 
bution to a general average should be 
made on the actual values of the prop- 
erty at the end of the adventure, and 
also that deductions should be made from 
the value of the property of all charges 
incurred in respect thereof, subsequently 
to the general average act, except such 
charges as were allowed in general av- 
erage. 

By the law and practice obtaining at 
Philadelphia owners of property were 
nut liable to pay more than its salved 
value. 


The general average expenditure of. 


Plaintiffs over the New York fire, Mr. 
Justice Roche found to be $63,000. This 
ficure, and consequently sums to be re- 
covered in the action, based thereon, 
might be subject to reduction if actual 
Payments were found to be less than 
certain estimated liabilities. The net 
value of cargo discharged at New York 
and not reloaded was $18,000, and was 


the only property available for contri- 
bution in the first general average, be- 
cause the expenditure occasioned by the 
second general average (the collision) 
fell to be deducted from the values of 
ship and cargo (Rule 17) for the pur- 
poses of the adjustment of the first gen- 
eral average. 

After this deduction was made, the 
values of the rest of the cargo and of 
the ship were nil. Contribution from 
the owners of the cargo left at New 
York was due up to its full value. The 
plaintiffs had received from them over 
$18,000 and no more, and were out of 
pocket $45,000 of general average ex- 
penditure in respect of the fire, 


Second General Average 


In the second general average the ex- 
penditure of the plaintiffs was about 
$180,000. The salved value of the ship 
at the termination of the adventure was 
about $116,000, and the salved value of 
the cargo rather over $26,000, and own- 
ers of this cargo were liable to make 
contribution to its full value, and the 
plaintiffs had received $26,249 and were 
entitled to no more, and so were out 
of pocket $155,000 of general average 
expenditure in respect of the collision. 

As to $116,000 of this sum, there could 
have arisen no right to contribution, for 
it would have remained to be borne by 
the ship, representing 100% of its salved 
value. The incidence of the balance, $39,- 
000, had alone to be regarded when the 
policies came to be considered, and $39,000 
plus $45,000 equals $84,000. The amount 
falling on the hull underwriters was $55,- 
000 to $56,000, leaving $29,000 in dispute. 

That was the American adjusters’ view, 
adopted by the hull underwriters, and 
was based on taking for the purpose of 
ascertaining the ship’s proportion of the 
general average, values of ship and cargo 
at the time of the fire and of the col- 
lision respectively. 

The American adjusters treated two 
sums not recovered from cargo, but ar- 
rived at on the basis of the national 
valuations of the cargo at the times of 
the fire and collision respectively as con- 
stituting cargo’s proportion of general 
average (beyond the $18,000 and $26,000 
in fact contributed), and these two sums 
were $24,862 fire, and $4,780 collision— 
making over $29,000 in all. 

This way of looking at the matter his 
Lordship thought useful in considering 
the case generally, and particularly the 
liability of the special risk underwriters. 
Their liability fell to be considered first, 
as whatever they were found liable for 
diminished the possible liability of the 
rest. 

The contracts of the special risk in- 
surers were made after the fire and be- 
fore the voyage insuring for $30,000 car- 
go’s proportion of general average dis- 
bursements. By the proportion of “aver- 
age disbursements applicable to cargo” 





was meant the disbursements made in 
connection with the fire general average, 
and it was not suggested that the spe- 
cial risk policies extended to the second 
(the collision) general average. The 
question, therefore, was for what part 
York did not come into the account. 
The special risk underwriters first con- 
tended that they were entitled to credit 
for the whole amount, and, further, that 
the shipowners were not the persons who 
expended all the monies claimed to be 
general average expenditure by ship, or 
the shipowners were not interested to 
the full amount of their claim. 

Mr. Justice Roche went on: “I hold 
that the $18,000 must come into the ac- 
count, for the cargo which went on from 
New York was reduced in value by the 
collision, and second general average 
from $194,000 to nothing. Had there been 
no collision, the full contributions recov- 
erable from cargo in respect of the fire 
general average would have been recov- 
ered. Had the cargo which went on 
not met with collision and reduction in 
value, the cargo at New York would not 
have been liable to contribution up to 
100%. Some credit must be given in re- 
spect of the contributions of 100% by the 
$18,000 cargo. Mr. Mitchison deducted 
$18,000 from a figure of $32,000 in the 
New York average statement, leaving 
$14,000 as the collision loss, for which 
his clients were liable. I incline to the 
view that this figure is approximately 
correct.” 

New York Adjusters Right 


Justice Roche said he had decided that 
the $18,000 came into the account, but 
would leave, for further settlement or 
determination, the result in figures of 
this finding. 

His Lordship thought the New York 
adjusters were right in treating all the 
expenditures as on behalf of the ship- 
owners. Further, interest was admitted 
by the policies, and he found this was 
interest in the whole of the expendi- 
ture, the subject matter of the claim. 

Justice Roche added that since prepar- 
ing his judgment there had been sent to 
him the report of a judgment of the 
United States Circuit Court of Appeals in 
the suit of Armour & Co. against the 
present plaintiffs. By that judgment, the 
judgment of Mr. Justice Wolsey was re- 
versed. Armour & Co. were owners of 
cargo on this voyage, and their action 
related to their rights against and in re- 
spect of the sum recovered from the 
owners of the other steamship, the Al- 
exander, in the collision. 

He (Mr. Tustice Roche) did not know 
how that judgment affected the figures 
of the first general average and the 
$18,000, but it fortified him in his opin- 
ion that the figures should be left so 
that the parties could consider them 
without any binding decision by himself 
now as to amount. Whether the liabil- 
ity of the special risk underwriters came 
out eventually at $14,000 or $19,000, there 
remained a plaintiffs’ claim on balance of 
$10,000 or $15,000 not recoverable from 


the special risk underwriters. 
His Fordship found that the balance fell on 
the hull underwriters and not on the club, on 
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his reading of section 66, sub-section 4 of the 
Marine Insurance Act, 1906. The plaintiffs and 
the club had contended that the general average 
expenditure not met by cargo contributions 
constituted the proportion of the loss which 
fell on the shipowners, and the balance, after 
recovery from the special risk underwriters, 
was recoverable from the hull underwriters. 
There was no express provision in the policy 
varying in favor of the insurers the rules of 
sub-section 4. So far as there was express pro- 
vision, bearing on this dispute, it was contained 
in the provision making general average rules 
govern the rights and liabilities of the parties, 
and that provision, in his Lordship’s opinion, 
operated in favor of the assured in the present 
case. 

There was nothing in this case, Mr. Justice 
Roche found, making the New York adjusters’ 
views or statements binding on the parties. 
With no help from any other case, he decided 
the question of liability for the balance against 
the hull underwriters as a matter of first im- 
Pression on the true effect and construction 
of sub-section 4 of section 66. 


Material Values 


“In my opinion,” said his Lordship, “where 
the contract of insurance provides for the ad- 
justment of general average according to York- 
Antwerp Rules (if the contract, as here, so 
provides) as between the insurer and the in- 
sured, as well as between the parties to the 
adventure, the values which are alone material 
are the values at the termination of the ad- 
venture. It seems to me to be unnatural if not 
impossible to adopt and act upon values esti- 
mated or assessed at two different dates—the 
termination of the adventure and the incurring 
of the expenditure. The intention of an in- 
surance contract in the present form seems to 
me to be that. as regards general average, the 
contract of affreightment and the contract of 
insurance shall proceed upon the same basic 
principles. 

“Accordingly, if a shipowner, being the as- 
sured under a policy in the present form, in- 
curs expenditure for general average, and the 
cargo’s contribution falls short of what is hoped 
or expressed by reason of the limitation of ex- 
tinction of its value before the adventure ends, 
then I think that loss falls into the category 
of the proportion of the loss which falls upon 
the assured shipowner, and is within the mean- 
ing of the words in the Marine Insurance Act, 
section 66. sub-section 4. I therefore hold that 
the plaintiffs are entitled to recover the balance 
of their claim against the hull underwriters.” 

Mr. Justice Roche said there could be a stay 
on the usual undertaking, and the costs of the 
club against the shipowners, his Lordship 
thought, was a matter for domestic settlement. 





STATE-OWNED SHIP LIABILITY 





Question Now Being Raised in Europe 
Whether Legal Immunity Cannot Be 
Abolished in Peace Times 

An extraordinary case of the liability 
of state-owned ships has come to light 
in London. Recently a collision occurred 
off Dover between the cross channel 
steamer Princess Marie Jose and the 
British steamer Artificer, resulting in 
the latter being beached in a badly dam- 
aged condition. This brings to attention 
a point of international law. 

Owing to the fact that the Princess 
Marie Jose is owned by the Belgian 
Government, and is therefore a state- 
owned ship, no legal action could be tak- 
en to recover any amount for which she 
was held liable if it were proved that 
she was to blame for the accident. 

In fact, under existing international 
law, all state-owned ships are immune 
from legal process, and while this is nec- 
essary where war vessels are concerned, 
since it would not do to allow an im- 
portant cruiser or battleship to be ar- 
rested or detained on account of some 
alleged liability, it is obviously unfait 
that trading vessels owned by states or 
nations should enjoy an immunity which 
is denied to competitors under private 
ownership. 

Many nations have voluntarily declared 
that they will not exercise such rights 
of immunity, but this is an act of grace. 
and to place matters on a more satis- 
factory basis the International Maritime 
Committee is now considering a draft 
convention for the abolition of legal im- 
munity. 





MARINE LECTURES PUBLISHED 


The Insurance Society of New York 
has published in a forty page pamphlet 
entitled “Inland Marine Insurance” the 
three. special lectures on inland marine 
insurance which were delivered last 
month by Vincent L. Gallagher of the 
Continental, W. W. Morron of the 
Aetna (Fire) and D. C. Bowersock of 
the Providence-Washington. This pam- 
phlet is No. 13 in the Howe Readings 
in Insurance. 
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U.S.F.&@ G. Takes Firm Stand On 
Depository Bond Underwriting 


G. C. Trenholm in Discussing Recent Tense Situation Says 
Company Does Not Propose to Be Stampeded Into 
Writing Bonds Which Are Nothing More Than 
an Extension of Credit 


The attitude of surety companies to- 
ward writing new bank depository bonds 
is succinctly set forth by Glover C. Tren- 
holm, superintendent of the bank de- 
pository division of the United States 
Fidelity & Guaranty, in the current is- 
sue of The Bulletin, company house or- 
gan. 

After reviewing the bank situation 
earlier this year as one of the unparal- 
leled problems of the recent depression 
and saying that while the worst appears 
to be over “all surety companies have 
suffered heavy losses through the whole- 
sale closing of weaker institutions from 
coast to coast,” Mr. Trenholm observes: 

“The uneasiness of the depository bond 
situation has caused great anxiety among 
bankers, due to their being unable to 
qualify with corporate surety bonds in 
accordance with the statutes of the vari- 
ous states. 

“The banking situation is not yet in 
100% shape throughout the country, as 
everyone knows, and yet there are good 
institutions which continue to manifest 
strength. 

“In the underwriting of depository 
bonds it is impossible to sift out all 
weaker institutions from the financial 
statements as printed for the public. 
During business depression a great many 
good banks need assistance from the 
surety companies more than ever be- 
fore, and to be in a position to extend 
lines of credit in the way of writing de- 
pository bonds we are obliged to secure 
the co-operation of the banks in fur- 
nishing more data as to their financial 
set-up. 

“Therefore, in order to consider an ap- 
plication for depository bonds intelli- 
gently it is necessary for us to have 
completed applications, including therein 
a list of the stock and bonds. The par 
value should be given so that the depre- 
ciation in the security holdings can be 
ascertained. 


What Should Be Examined 


“In addition, and above all, we should 
have the examiner’s last report for our 
eview. If this is not available for the 
Rene office scrutiny, the bank may per- 
mit the report to be reviewed by an 
authorized representative of the com- 
pany on the premises of the bank, or 
he may send it to the branch office, 
where it will be reviewed and data ob- 
tained from the report as of the date 


of examination, as follows: 

Total loans and discounts. 

Under the classification of loans and dis- 
counts, the overdue Class A, Class B, slow 
and doubtful loans, and_ losses. 

Total of direct loans to officers, directors and 
employes, non-collateralled and _ collateralled. 


Loans to corporations in which they are in- 
terested, non-collateralled and collateralled. 

Aggregate amount of real estate securities 
taken for debts previously contracted. 

Aggregate amount of loans or _ purchased 
paper. 

Comments made by the examiner and rec- 
ommendations in the way of charge-offs, espe- 
cially as to slow paper. 

“All of this data is most necessary to 
the surety companies in extending lines 
of credit. We have, of course, some 
states where it is not the policy of the 
banking department to furnish to the 
state bank a copy of the report made 
by the state banking department’s exam- 
iner, However, that department does 
furnish a letter of criticism, if any, and, 
therefore, in place of the examiner’s re- 
port a copy of this letter, or the original, 
should be furnished us for our review. 

“Our agents from time to time may 
encounter some opposition in this pro- 
cedure. Yet, it has been our experience 
that the better the financial condition of 
a bank the more willing it is to part 
with reasonable information to the un- 
derwriters of this type of bond. 


Must Have Recommendations From 
Other Banks 

“Tt is also important in submitting ap- 
plications for depository bonds that they 
be accompanied by recommendations 
made by other outstanding banks in the 
community as to how they regard the 
management and soundness of the appli- 
cant bank. After all this is the back- 
bone of the future of any institution. 


“Underwriters are convinced that one 
of the main reasons for the failure of 
many banks and trust companies in the 
last six months or more has been their 
inability to realize on real estate loans, 
which in many cases were made on in- 
flated valuations, and the tremendous de- 
preciation in the valuation of securities 
as shown by the present book and mar- 
ket value. 

“Competition in the depository bond 
line in some states is as keen as in every 
other business. Yet, in others it is hard 
for a bank to buy this bond even at a 
premium. While there is a great rush 
for depository bonds from all parts of 
the country to cover funds of some mu- 
nicipality, we repeat that we will con- 
tinue to demand complete information, 
and that we do not propose to be stam- 
peded into writing bonds of this class, 
which are nothing more than an ex- 
tension of credit or a financial guaran- 
tee.” 





ENTERS S. C. AND GEORGIA 


The Fireman’s Fund Indemnity has 
been licensed in South Carolina to write 
casualty, fidelity and surety business and 
in Georgia for casualty lines. 
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New Jersey Golf Injury 
Case Arouses Interest 


CLUB LIABLE FOR’ CADDIES 





E. O. Association Appealing Compensa- 
tion Bureau Decision on Grounds 


of No Precedent 





A New Jersey decision of considerable 
interest to golf clubs and insurance com- 
panies was handed down last week by 
Deputy Commissioner C. E, Corbin in 
the state workmen’s compensation bureau 
to the effect that the East Orange Golf 
Association was liable for an injury to 
one of its caddies. 

Mr. Corbin awarded $550 to Joseph 
Camino, Jr., a sixteen-year-old caddie 
living in Bloomfield, in proceedings 
brought by the boy’s father against the 
association. The Caminos were repre- 
sented by Kanter & Kanter. 

Camino’s right eye was injured, his 
counsel contended, when he was struck 
while on the association’s Millburn links 
last fall by a ball driven by Harold Mo- 


bray of East Orange, a guest of a mem- 
ber. 


Metropolitan Golf Association Warning 


J. A. Laird, counsel for the East Or- 
ange Association, made known this week 
that he would appeal to the Court of 
Common Pleas for a reversal of the com- 
pensation bureau’s decision on _ the 
grounds that there was no precedent 
for the case in New Jersey. Mr. Laird 
contended that, since the caddie was paid 
by the player and not by the club, the 
club was not liable. Mr. Corbin ruled 
that it was a matter of control and that, 
regardless of the fact that a player was 
the actual employer of the caddie, the 
caddie worked under rules set by the 
association. 

Golf officials long have debated the re- 
sponsibility of a club in such a case. A 
bulletin issued by the Metropolitan Golf 
Association the day the compensation 
decision was handed down warned all 
member clubs of liabilitv of the employer 
for injuries suffered by caddies. 

Nor should clubs employ minors with- 
out doing so in strict accordance with 
whatever sectional regulations there are 
on the employment of minors, the M. 
G. A. warned. 








Dietrickh’s New Post 





ARTHUR L. DIETRICK 


Arthur L. Dietrick, well known metro- 
politan burglary underwriter, is now con- 
nected with the New York office of the 
Massachusetts Bonding as manager of 
its plate glass and burglary department 
for both underwriting and production. 
With a background of nineteen years’ 
this field Mr. Dietrick 
spent many years with the Fidelity & 
Deposit in charge of all the burglary 
business done by its New York branch 
which reached a volume of $1,500,000 an- 
nually by 1929. The F. & D., in fact, 
was his first company connection. 

During the past two years Mr. Dietrick 
has’ further rounded out his experience 
with the Equitable Casualty & Surcty 
and the Standard Accident. 


experience in 


HOSKINS SELLS AGENCY 
Charles R. Hoskins, Newport News, 
Va., local agent, has sold out to Bryant 
& Nelms of the same city. The Hoskins 
agency is thirty-four years old, 





GUARDIAN LIFE 








Established 1860 Under the Laws of the State of New York 









17-23 John Street, New York 
CORtlandt 8300 
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420 Lexington Ave.—LEXington 6715 
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Frank Observations on U.S. Insurance Practices 


By Carl A 


The dominant impression formed by 
Carl Appelgren, assistant secretary, Skan- 
dia-Freja Insurance Co,, Stockholm, Swe- 
den, from his visit of four months to 
the United States last autumn was that 
the insurance business here presents a 
picture of highly rationalized mass pro- 
duction. His observations on this and 
many other angles of American insur- 
ance operations were presented not so 
long ago to the Swedish Insurance So- 
ciety. It is a highly interesting review 
delving into the reason for the trend 
toward centralization of the business into 
huge units, co-operation among compa- 
nies, the tendency toward branch office 
rather than the general agency system 
in the casualty agency field, the agents’ 
qualification laws and why they are 
sought, the excellent work of the Insur- 
ance Institute of America and the fu- 
ture of co-operative advertising by both 
companies and agents. 

Liked “Open Door” Policy Here 


Prominently featured in Mr. Appel- 
gren’s review is the striking straight- 
forwardness which, he noted, exists be- 
tween insurance companies here. He 
said: “They have reasoned that if twen- 
ty companies exchanged their experi- 
ences every company would on the whole 
get nineteen fresh ideas, and in this way 
the business as a whole would gain 
greater strength in competition for busi- 
ness. 

“Such a policy of the ‘open door’ might 
with benefit and advantage be adopted 
in Sweden between the insurance com- 
panies on a larger scale than has been 
evidenced hithertofore.” Discussing the 
effects of the depression, he said in part: 

“As the present prevailing depression 
has diminished the chances and pros- 
pects of making any profit from finan- 
cial administration, the demand for a 
cut in expenditure has grown stronger. 
This is the reason why just at present 
everywhere amongst the insurance com- 
panies sundry experiments are being car- 
ried on and a keen search for ways 
and means to intensify and simplify mat- 
ters, and by so doing bring down the 
costs of production. 

“What are the tendencies in this di- 
rection? In order to enable a super- 
vision of the work bigger and bigger, 
open premises are being used. An at- 


-tempt is being made to bring about a 


centralization into huge units, for ex- 
ample, into a central typing department, 
and another into a central filing depart- 
ment.” 

His conclusion on this point was that 
Swedish companies might certainly gain 
considerable in the direction of intimate 
co-operation between themselves, as for 
example, in the simplification and stand- 
ardization of forms. 

Limitation of the Number of Agents 

Mr. Appelgren observed that insurance 
agents in this country, far more so than 
in Sweden, are wholly professional. He 
noted the trend away from the general 
agency system to one of branch offices 
and said: 

“The general agencies do not seem 
to possess the capacity.or resources for 
organizing their districts. In reality they 
have become local agents with the title 
of general agencies whereas the branch 
offices with their better qualified staffs 
have been better able to keep the pace. 

“During the fat years when large 
amounts of capital were constantly being 
invested in new insurance companies it 
was merely a question of creating as 
rapidly as possible new agency organiza- 
tions. The result of this has been that 





vations while here. 


zations. 





Result of 4-Month Study Here Well Received 


It took a young and observing Swedish insurance company official, Carl 
Appelgren, assistant secretary of the Skandia-Freja, Stockholm, four months 
on a visit last autumn to the United States to absorb enough of American 
insurance methods for him to write a review for the Swedish Insurance 
Society upon his return home which dealt admirably and thoroughly with 
many of the leading problems of our business. 

This review, presented recently before the Society in the form of an 
address and illustrated with about eighty lantern slides taken in this country, 
made a favorable impression upon Stockholm insurance men, containing as it 
did a number of specific recommendations based upon Mr. Appelgren’s obser- 
It has now been received in New York City and greeted 
with appreciation by such organizations ‘as the Insurance Society of New 
York, Central Bureau and the National Bureau of Casualty & Surety Under- 
writers about whom Mr. Appelgren has pleasing things to say. In all he 
visited ten of the largest casualty companies and a number of bureau organi- 


His trip was made possibly by scholarships from two Swedish educational 
bodies as well as the interest taken by his own company in the mission. 








the number of agents has enormously 
increased while at the same time their 
standard has dropped. As a result all 
the states, with the exception of Texas, 
have introduced a system of licenses for 
insurance agents. The license fee does 
not act as a deterrent in the recruiting 
of the agency corps, since it is only two 
dollars per annum and is paid by the 
insurance companies. But the system of 
licensing has its great advantage in the 
circumstance that a weeding out process 
can be resorted to in the case of those 
who may be considered as unsuitable for 
carrying on insurance business.” 


Praise for N. Y. Central Bureau 


Mr. Appelgren made specific reference 
to the good work being done by the 
Central Bureau in New York for report- 
ing “not taken” and canceled: policies 
and said: “Thanks to this bureau brok- 
ers who have been making a habit of 
free insurance or are remiss in their 
accounts are being eliminated. They are 
reported to the insurance commissioner 
and their licenses withdrawn.” Continu- 
ing, he said: 

“Here in Sweden it is only the life 
insurance companies that have estab- 
lished a joint organization for excluding 
undesirable agents. In the tariff associa- 
tions of the casualty branches the com- 
panies automatically report to each other 
undesirable insurers but they do not in- 
form each other about undesirable agents 
—who are thus able to move from one 
company to another fairly easily. Co- 
operation between all the companies in 
all branches, both tariff and non-tariff 
ones, for bringing about a better con- 
trol in this respect, would certainly prove 
a great benefit.” 


Agency Qualification Laws 


Considerable space was taken up by 
Mr. Appelgren in presenting a clear pic- 
ture of agency qualification laws which 
are effective in ten states. “There is 
every sign that the idea is gaining more 
ground,” he declared, pointing out that 
the National Association of Insurance 
Agents is keenly interested in the idea. 
He said further: 

“The executives of the insurance com- 
panies displayed keen sympathy for com- 
pulsory qualification but wanted the tests 
made not too severe as this might cause 
difficultv in obtaining agents. The ef- 
fects of such a law depend altogether 
upon the way in which it is applied by 
the insurance commissioners of the dif- 
ferent states and as the positions of 
these gentlemen are political ones they 
are very often not quite~free.in their 


actions. This also holds good as a mat- 
ter of fact in respect to the enforcement 
of the licensing system. 

“In Connecticut where the insurance 
commissioner is enforcing the qualifica- 
tion law in an exemplary manner, an 
examination in writing may be passed 
every day. One may qualify in a cer- 
tain branch, in a group of branches, or 
in all of them. The questions, which 
numbered something like twenty, are 
pretty simple and easy. The percentage 
of failures amounted to approximately 
twenty. With the present unemployment 
the number of applicants is very great, 
and the percentage of failures on the in- 
crease, In the event of getting ‘ploughed’ 
no fresh examination may be passed un- 
til ten days have elapsed. 


“Compulsory qualification is also in 
force for brokers in New York. A writ- 
ten examination may be passed once a 
month. Although the questions there 
may be considered simple and easy the 
percentage of failures varies between 
thirty and sixty. The figures quoted 
show the dregs of perfectly ignorant 
elements of which insurance life has been 
ridded.” 


Slant on Insurance Education 


In the matter of insurance education 
in the United States Mr. Appelgren re- 
viewed the sales literature of the larger 
companies, their house organs and the 
insurance press itself. Of the latter he 
said: “The trade journals play a big part 
in elevating the standing of the agents. 
All the more so since there are so many 
of them and such good ones.” He had 
much to say of a complimentary nature 
of the Insurance Institute, referring to 
it as a central super-structure with twen- 
ty-four local insurance associations 
spread throughout the U. S. The num- 
ber of students taking the Institute’s 
courses is on the increase, he said, and 
numbered during 1928-29 terms 1,691. Of 
these students 70% completed the cours- 
es. Also, he touched upon insurance 
courses given in universities and col- 
leges. 

His recommendation to his Swedish 
associates was as follows: “The distinct 
features in the work of training carried 
on by the American insurance world, 
which may possibly harbor something of 
value when establishing training courses 
for the Sweddish Insurance Society, are 
thorough courses lasting over several 
years and uniform for the whole country 
and should be run in co-operation with 
the commercial training given at high 
schools, combining theory and practice, 


ppelgren, Recent Swedish V isitor 


and terminating with passing certain 
tests and the award of certificates.” 


National Bureau Described as “Central 
Secretariat” 

Under the title of “Central Secretariat 
for the Casualty Business” Mr. Appelgren 
described the work of bureaus and gave 
in part the underlying reasons for the 
National Bureau of Casualty & Surety 
Underwriters and its work. ; 
_ “Thanks,” he said, “to the centraliza- 
tion of the National Bureau there is now 
a good prospect of being able to carry 
through simplification and uniformity in 
the tariff . . . expenses for printing and 
distribution have been cut down.” He 
lauds the speedy service on rate requests, 


the activities of the claim and other 
departments. 
The accident prevention and safety 


education work of the Bureau is listed 
in a separate chapter of considerable 
length. Every phase of it is discussed 
and he told his Swedish insurance friends 
that many features are worthy of adop- 
tion by them. He advocates an imme- 
diate “Save-A-Life” campaign for his 
own country. 


Impressed by Advertising Done 

He was impressed by the individual 
advertising and publicity work done by 
the various companies, the co-operative 
newspaper campaign of: the National 
Board of Fire Underwriters, the Satur- 
day Evening Post ads of such companies 
as the Metropolitan Life, Hartford Fire 
and Aetna Life & Affiliated Companies, 
and the New York City campaign of 
the Life Underwriters’ Association. His 
recommendation on this feature was: 

“How would it be if all our insurance 
companies—tariff and non-tariff—joined 
hands in a common campaign against un- 
der-insurance. Since as a rule a person 
completes his insurance requirements by 
increasing a policy amount already in 
operation, the result of such a campaign 
should be on the whole fairly well dis- 
tributed among the participating compa- 
nies.’ 


The Casualty Chief Executives’ Ass’n 


Mr. Appelgren paid a visit to the offices 
of the Association of Casualty & Surety 
Executives while in New York City and 
describes in part as follows his impres- 
sion of the work of this organization: 

“The main task of this association is 
to follow up, and by educative work, in- 
fluence legislation in the casualty branch- 
es. The association tries on the whole 
to counteract all tendencies towards what 
is considered an unsound development. 
As is well known compulsory motor car 
insurance has been enacted in only one 
state, Massachusetts, and it was sincere- 
ly regretted that there was on that oc- 
casion no time to organize in self defense 
until it was too late.” 


Favors Swedish Ass’n of Executives 


Concluding his interesting review Mr. 
Appelgren makes the following sugges- 
tion for an Association of Executives 
to his colleagues: “The political and so- 
cial development at home with its actual 
consequences in the casualty branches 
and also the occasional polemics on in- 
surance questions carried on in the press 
should now form a valid reason for co- 
operation between the casualty compa- 
nies for the purpose of being better able 
to meet unjustified and unfair criticism. 
In America development distinctly points 
towards a centralization of the casualty 
branches into one organization for rat- 

(Continued on Page 40) 
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Sees Surety Business 
Returning To Normal 


OPINION OF E. R. NUTTLE 





Purging Process Not Yet Completed, 
However, Says F. & D. Vice-Presi- 


dent in Review of Conditions 





Although the purging of the surety 
business does not seem to be as yet com- 
plete, in the opinion of E. R. Nuttle, 
vice-president of the Fidelity & Deposit, 
he feels that the tide of trouble is turn- 
ing and that companies and agencies 
built on a firm basis are now ready again 
for steady, substantial growth. 

Mr. Nuttle reviews the changed and 
changing conditions in an article in the 
current All in the Family, the company 
magazine. He says: 

During 1928 and 1929 capital flowed 
into the casualty and surety business, 
in fact, into the insurance business gen- 
erally, in unprecedented amounts. The 
number of casualty and surety compa- 
nies almost doubled in those two years, 
and a lot of new capital went into those 
already established. 

The country-wide annual volume of 
casualty and surety premiums was not 
increasing with sufficient rapidity, how- 


ever, to take care of this new capital. 
In fact, the premiums in some lines were 
on the decrease. This resulted in a tre- 
mendous competitive scramble. The 
newer entrants into the field faced the 
necessity of getting a volume of pre- 
miums on their books quickly and _ this 
need was made more emphatic by the 
fact that some of the new capital was 
of a promotional nature as contrasted 
with an investment nature. 

Bidding for the existing business be- 
came higher and higher, not only in the 
way of commissions, byt through offers 
of special allowances of various sorts, 
wide-open powers of attorney, liberal un- 
derwriting, etc. These all tended toward 
an unbusinesslike and non-scientific con- 
dition in the business, which would soon- 
er or later have had to be rectified. 

Readjustments Necessitated by Market 
Crash 

However, there was an automatic, un- 
suspected rectifier close at hand. It dis- 
closed itself in the form of a slump in 
the stock market in the fall of 1929, and 
in the subsequent recessions in the mar- 
ket. All casualty and surety companies, 
whether new or old, weak or strong (as 
well as companies in other lines of busi- 
ness) have been buffeted from all sides 
since then. Depreciation in the value of 
securities in which company assets were 


invested were terrific. The inevitable 
country-wide depression sent loss ratios 
up to unheard-of levels on business ac- 
quired at peak prices. 

The result of all this must necessarily 
be radical readjustments. Economies 
must be effected, more business-like 
methods must be practiced, underwrit- 
ing must get back on a more scientific 
basis. Some companies have already 
folded up under the strain and have been 
taken over by the insurance departments 
of the states under which they were 
organized. Others will undoubtedly fol- 
low. Still others will be absorbed by 
the stronger companies. 

This purging process has been, and 
is, a drastic one, but in view of the fact 
that it was inevitable, it is probably 
better that it should be quick and severe. 
The larger, older and more conserva- 
tive companies will undoubtedly come 
through it all in sound financial condi- 
tion, as has been the case during all 
such previous periodical purging proc- 
esses. 

Strain Felt by All Companies 

Everyone, even remotely connected 
with the business, will feel the strain to 
a greater or less degree. Company rep- 
resentatives in the field, and even some 
assureds, will be caught in the backwash. 
Where a company, whose coverages an 
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HE collision was slight and since neither car was damaged 
appreciably, their drivers—one a native Bostonian and the 
other a California tourist—agreed to drop the matter. 

Therefore, a day later when the car of the latter was attached 

for $500 he was surprised and worried. Remembering his Con- 

tinental Automobile policy, he called at the Boston offices of the 

Company and explained his difficulty. Two adjusters were as- 

signed to look after his interests. 

cured release of his car and absolved him of 
all responsibility for the accident. 


blesome, and perhaps costly, was quickly and / 
efficiently disposed of through Continental | \ 


The quality of Continental service to assureds is 
matched by the quality of the Company’s service to 


well-trained employes, under the guidance of a large 
staff of able executives, offers business-building profit- 


Within a few hours they se- 


Thus a 
prove trou- 





nearly 1,000 








agent or broker has sold, goes into the 
hands of receivers, the agent or broker 
faces the expense of replacing the worth- 
less oe with that of a stable com- 


pan 

ie if there may be no legal lia- 
bility upon the agent or broker to pay 
the premiums for the new coverage ‘or 
the unexpired term of the old coveraze, 
from a practical point of view he must 
do this if he hopes to stay in business, 
Even then he has lost prestige with his 
clientele by furnishing them with cover- 
age which proved to be insecure. The 
agent or broker is already in a weak- 
ened financial condition because of de- 
preciation in the value of his own as- 
sets (no individual or firm owning prop- 
erty or securities has escaped this de- 
preciation). 

A number of instances have already 
come to our attention where contractors 
and other assureds are being put to the 
necessity of paying for coverage all over 
again out of their own pockets, because 
the agent or broker was unwilling or 
unable to pay for new coverage to take 
the place of that which has proven 
worthless. 

The stability of the company and its 
facilities for promptly and expertly tak- 
ing care of the needs of the producer 
are of much more importance to the 
producer than such unstable factors as 
tempting offers of higher commissions, 
special allowances of various sorts, wider 
powers of attorney and liberal under- 
writing. His clientele will be more and 
more demanding of him that he furnish 
them coverage in the financially strong 
and proven companies, 

Already, in 1931, there are strong in- 
dications that the tide is turning. For 
the company or agency which has built 
on a firm foundation and which con- 
ducts its operations in a conservative 
businesslike manner, the future seems 
to offer ample opportunities of steady, 
substantial growth. 





JOINS A. W. MARSHALL & CO. 





E. N. Coe Made Its Agency Manager 
After Eight Years With Ocean Acci- 
dent; To Develop Sub-Agency Plant 
Everett N. Coe, formerly assistant res- 
ident manager in Newark of the Ocean 
Accident and Columbia Casualty, has 
joined A. W. Marshall & Co., 31 Clinton 
Street, as agency manager. Mr. Coe is 
well and. favorably known to the New 
Jersey insurance fraternity having served 
the Ocean for the past eight years. Be- 
fore that he was with the Globe Indem- 
nity. Under his direction the counties 
of Morris, Union and Essex will be de- 
veloped, thereby increasing materially 
the present sub-agency plant of the fast 
growing A. W. Marshall agency. 





ESTABLISHES NEWARK BRANCH 





American Automobile New Office Under 
Management of Carlton Hines; Ken- 
neth Pringle Claim Manager 

The American Automobile of .St. Louis 
established a Newark branch office this 
week under the management of Carlton 
Hines, whose territory is the entire state 
of New Jersey. Mr. Hines has been 
with the company for the past ten years 
and has had both field and home office 
experience. 

The new branch office, located in the 
Chamber of Commerce Building, will re- 
port directly to the home office and will 
have full underwriting and claim facili- 
ties. Kenneth Pringle, claim manager, 
was previously at the home office. 





METROPOLITAN CASUALTY SUED 


A suit to collect $550,000 from the 
Metropolitan Casualty was filed last week 
in the Federal Court, Newark, in con- 


nection with a surety bond transaction 
between the defendant and the Superior 
Credit Corp., formerly the United L. A 
W. Corporation of New York. 
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Roosevelt’s Remarks At 
Augspurger Luncheon 


TALKS ON AUTOMOBILE SAFETY 





Tells Why He Favors Safety Responsi- 
bility Legislation; Raps Hit and 
Run Criminals 





Owen B. Augspurger, president, Guard- 
ian Casualty, who is also at the head 
of the New York Automobile Club and 
chairman of the national committee of 
seventeen which drafted the A. A. A. 
safety responsibility bill, was the lunch- 
eon host in New York City to Governor 
Franklin D. Roosevelt not so long ago. 
The governor’s talk was given promi- 
nent space in the daily newspaper col- 
umns the next day because of his un- 
stinted praise of the state’s safety re- 
sponsibility law as a step in the right 
direction in curbing automobile acci- 
dents. 

Governor Roosevelt quoted Motor Ve- 
hicle Commissioner Harnett to the ef- 
fect that “the law is not only working 
out well but is getting very definite, 
practical results; in other words, car- 
rying out the general thought of those 
who sponsored it, that the judgment- 
proof automobile owner or operator 
would eventually be eliminated from the 
roads.” He said further: “It does not 
eliminate accidents, of necessity, but at 
least. it requires people who violate im- 
portant provisions of the motor vehicle 
code, or who fail to satisfy motor ve- 
hicle judgments, to furnish proof of fu- 
ture responsibility.” 

Work Among School Children 

Directing his attention to reducing the 
death toll among school children, Gover- 
nor Roosevelt said: “There are some- 
where around 175,000 schoolboy patrol- 
men in the United States today who are 
enrolled in this work in 10,000 schools; 
and daily protection, every morning and 
every afternoon, is afforded to over 5,- 
000,000 school children on their way to 
and from the classroom. It is good to 
know that statistics prove that this fine 
work is bearing practical results in the 
form of a definite decrease among the 
accidents of children on the highways. 

“Finally, there is this campaign—which 
is the real reason for this particular 
gathering—the campaign of the New 
York Automobile Club and the American 
Automobile Association against the hit- 
and-run driver—a campaign that is be- 
ing pushed throughout the United States. 

“T don’t suppose that there is any type 
of human being more to be despised, 
more cowardly, than the hit-and-run 
driver. It seems to me that that partic- 
ular type of criminal (for ‘criminal’ is 
the only word to apply) deserves neither 
sympathy from prosecutors nor sympa- 
thy from grand jurors nor sympathy 
from trial juries, nor does it deserve 
consideration and sympathy for possible 
pardon on the part of any governor of 
any state in the Union. And that is, as 
we would say in the olden days, saying 
a mouthful. 

Urges Co-operation of the Press 

“But, in the last analysis, there are 
two methods of improving the situation, 
as I see it, The first is a definite, or- 
ganized campaign in the press of the 
United States. If every newspaper would 
editorially and in their news columns 
make it perfectly clear what type of hu- 
manity the hit-and-run drivers belong to, 
there would be fewer hit-and-run driv- 
ers. It is my own thought that the hit- 
and-run driver who kills somebody, 
maims somebody, and then tries to es- 
cape—that type of human being ought 
to be classed as belonging to the lowest 
known form of animal life. And I think 
the press can do a great deal to bring 
out that thought. 

“Sometimes the motive is just plain, 
pure cowardice; and cowardice can’t be 
attacked, except in one of two ways; 
either by shaming the coward into being 
brave and accepting responsibility for 
what he has done (that can be done by 
the newspapers), or else it can be done 





RE-ELECT OFFICERS 





Wilfred Kurth, President, and John A. 
Diemand Executive Vice-President 
of Home Indemnity 





JOHN A. DIEMAND 


Officers of the Home Indemnity were 
re-elected at the annual meeting of the 
directors on Tuesday of this week. Wil- 
fred Kurth is president of the Home In- 
demnity and John A. Diemand is execu- 
tive vice-president. 

Mr. Diemand became underwriting 
head of the company when it started 
writing business. He is also executive 
vice-president of the Southern Surety. 
Before assuming his present post he was 
assistant United States manager of the 
Zurich. 

The Home Indemnity’s net premium 
volume for 1930 was $2,741,359. The 
Southern Surety’s net premiums last 
year were $12,505,306. 





HEADLINE: MASS. ACT TOTTERS 





That’s the Way Daily Press Greeted 
Bay State Committee’s Bill to Repeal 
Compulsory Automobile Act 


The action of the Massachusetts legis- 
lative committee last week in approving 
a bill to repeal the compulsory automo- 
bile law in that state was greeted with 
enthusiasm by many company executives 
and was given daily newspaper space 
under such headlines as “Massachusetts 
Automobile Insurance Act Totters.” A 
financial responsibility act would be sub- 
stituted. 

Although the committee has not yet 
drawn up the bill the members have 
agreed as to its general provisions. Pen- 
alties would be imposed under a demerit 
system as is in force in Connecticut. 


Ahead for First Quarter 


For the first quarter of 1931 the 
Consolidated Indemnity & Insurance 
Co. wrote gross premiums of $1,134,- 
844, an increase of $125,757 over the 
corresponding period of 1930. This 
is less cancelations and returns. It 
is regarded as a creditable showing in 
view of the publicity which the Con- 
solidated Indemnitv received when the 
Bank of United States crashed. 














BACK FROM THE SOUTH 
William B. Clarkson, manager of cas- 
ualty lines at the Newark office of the 
Travelers, has returned from a _ three 
weeks’ stay at Palm Beach, where he 
attended the convention of the company. 











by education—catching him while young 
and inculcating into his mind and his 
heart his responsibility to the community. 
That, I think, is where the greatest hope- 
fulness lies in the days to come.” 

















THE MOTORIST’S 


peace of mind and freedom from financial 
loss, following an accident, are fully assured 
if his agent or broker has had the foresight 
to protect him with our broad form of 
Automobile Insurance Policy with adequate 
limits backed by our sound financial standing 


and reputation for prompt settlement of 
claims. 


Complete Service Anywhere 
on the 
North American Continent 


AMERICAN SURETY GROUP 


American Surety Company New York Casualty Company 
of New York Home Office: 
Home Office: 80 John Street 


100 Broadway New York, N. Y. 
New York, N. Y. 


Canadian Surety Company 


Home Office: 
Canada Permanent Bldg. 
Toronto, Canada 


Cia. Mexicana de Garantias, 
S. A. 
Home Office: 
Tacuba and Marconi Streets 
City of Mexico 
Mexico 


44 Branch Offices 
in Principal Cities 


18,000 Local Agents 
Elsewhere 
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Casualty Competitive Practices 


Sore Spot With H. R. Cronin 


Head of Concord Casualty & Surety Has Considerable to Say 
About “Certain Serious Errors Now Existent in Promul- 
gation and Fixing of Casualty Rates” 


Impressed by what appears to be ‘ 
lain serious errors now existent in the 
promulgation and fixing of casualty 
rates,” Harold R. Cronin, president, Con- 
cord Casualty & Surety, undertakes in 
the following frank review to. point out 
where weaknesses lie in the present meth- 
ods and suggests ways and means of im- 
provement. He takes a rap partic ularly at 
acquisition cost conditions and rate cut- 
ting. 

Certain serious errors now exist in the 
promulgation and fixing, of casualty in- 
surance rates, which, ‘although recog- 
nized, or perhaps we should say, tol- 
erated for some period of years, are in 
our opinion fundamentally and basically 
incorrect. 

The more important of the irregulari- 
ties are listed as follows: 

The increasing tendency on the 
part of most companies to regard the 
settlement and payment of indemnity to 
honest and deserving claimants, as a nec- 
essary evil, to be avoided entirely or ma- 
terially limited if possible rather than 
as a binding, determinable, legal obliga- 
tion, to be honored and paid, with a 
sense of justice and fair play, based upon 
the complete and intelligent recollection 
that the contract, from which this obli- 
gation has arisen, was written by the 
company itself, and the financial consid- 
eration, for the obligation assumed, was 
fixed by the company alone. 

If loss payments must be curtailed, sole- 
ly because of the inadequacy of the rem- 
nant of the premium left to pay them, 
the companies themselves would find it 
rather difficult to evade the accusation 
that they are solely culpable, liable and 
responsible for all of these conditions. 

The Investment Income Theory 


(2) The idiotic fallacy, embraced by 
some of our most prominent companies 
prior to the recent financial depression, 
that the insurance business was merely 
an agency, or a means to procure and 
produce huge amounts of moneys for in- 
vestment (?), or, some unkind person 
might say, speculation, from which large 
returns would be received. The fact that 
these companies usually and continuously 
exhibited fairly substantial underwriting 
losses was deemed to be a most insig- 
nificant item in the rearing of a vast fi- 
nancial institution, whose real founda- 
tion might eventually prove to be specu- 
lation, rather than insurance. 

We do not believe it necessary to fur- 
ther elaborate upon this situation, since 
we can hardly doubt that, after 1929 and 
1930 all of the former radical exponents 
of the “investment income theory” will 
readily admit its decided uncertainty, as 
a business procedure, for the operation 
of such a semi-public trust, as an insur- 
ance corporation. 

(3) The deplorable condition of the 
acquisition cost problem, with the “sky 
the limit,” in most companies and locali- 
ties. 

(4) The matter just referred to being 
the basis for the annihilating competition 
between brokers, agents and companies, 
regardless of status and, eventually pro- 
ducing the illegal rebates to assureds, 
now in vogue, either by direct return, or 
under the guise of a tricky, intricate and 
false classification of the risk involved. 

(5) The attempt to “individualize” the 
insurance business with entire disregard 
for the fundamental principles of eco- 
nomics. Insurance is a business of av- 
erages, and the increasing tendency of 
insurance companies to segregate, clas- 
sify, and cut-rate certain specific sec- 
tions of particular classes of the insur- 
ance business for no good reason what- 
soever, will eventually bring about a con- 
dition that will make the already. ex- 


“cer-* 


ploded fallacy of the ‘ 
theory” 
idea. 

The allowance of a merit rating, on 
any kind of risk, that insures against a 
possible casualty, or catastrophe, is as 
fundamentally and basically correct as 
permitting a life insurance policyholder 
to deduct 10% of his annual premium, 
because he so behaved and conducted 
himself that he did not die during the 
preceding policy year. In like manner, 
the idea of some of our insurance execu- 
tives that a specific risk, or a group of 
selected risks, in a particular class of in- 
surance, is entitled to special considera- 
tion in the form of reduced rates, results 
in nothing more than unfair, illegal and 
dangerous competition since in all of 
these instances there is no guarantee 
that through some circumstance entirely 
beyond his control the favored assured 
will not cost the company his entire po- 
tential premium income for, say, ten 
years the day after he has been rated 
as a “de luxe risk.” -” 

Sees Rating Evils 

(6) The unintentional though actual 
discrimination permitted by granting cer- 
tain companies the privilege to file and 
promulgate rates for specific sections of 
particular classes of business, based upon 
the unsound, vicious and erroneous idea 
that, because of some latent power they 
can personally and exclusively conduct 
and control economic law and exempt 
themselves from the same circumstances, 
conditions and liabilities that surround 
every other company in the same line of 
business. 

The assertion of these companies that 
the special cut rate promulgated is based 
upon the unusually favorable, exception- 
al and, apparently, elastic overhead ex- 
pense facilities that exist in their com- 
panies or upon some preferential condi- 
tion, which decidedly and distinctly fa- 
vors them to the exclusion of everybody 
else, has always appeared to us to be a 
deliberate and untruthful attempt to use 
this rate to unfairly and illegally com- 
pete with other companies, who are at- 
tempting to conduct their business in 
accordance with all of the requirements 
of the law, and the recognized principles 
of sound business procedure. 

All of the above causes us to consider 
the primary movement required in the 
elimination of all these evils, together 
with many others of less importance, and 
the remedy that we suggest is that the 
insurance department of the state of 
New York refuse to approve or permit 
any company engaged in the casualty 
insurance business in this state to pro- 
mulgate a differential or a deviation from 
a casualty insurance rate, that is not 
based upon the combined experience of 
all companies engaged in the casualty 
business here. 

Refutes Arguments 

The argument that might be advanced 
by some interested companies, that their 
low expense loading entitles them to a 
preference, and that their rate should not 
be burdened with the high expense ratios 
of other companies, has long since been 
defeated by the regulations of the New 
York Department with respect to acqui- 
sition cost, administrative cost, etc. 

There is no objection to any company. 
licensed to do business in the state of 
New York, underwriting. only the most 
selective and highly profitable risks that 
may be included in the scope of any spe- 
cific class of insurance. We will agree 
with them that such election is their con- 
stitutionalright and privilege but we will 
insist that ‘they must write these risks 
at the rates approved, and promulgated, 
for the entire class of insurance in ques- 
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tion, based upon the experience of all 
companies, licensed to do business in the 
state for that particular class as a whole, 
and intluding all risks, whether they be 
good, bad or mediocre. 

The opponents to this theory may ad- 
vance the argument that this procedure 
forces the good risks in any particular 
class of insurance to bear the burden of 
the conduct of the bad ones, in the same 
class. This argument might sound log- 
ical, but it is certainly not insurance, 
since the business of insurance presup- 
poses this exact condition, and any eco- 
nomically sound or intelligent reduction 
of the rate for the so-called good risk 
(also remembering that the «good risk 
of today mav be the bad risk of tomor- 
row) can only be permanently made by 
increasing the rate for the bad risk to 
such an extent that he, eventually, either 
readjusts his business conduct from an 
insurance viewpoint or, through the im- 
possibility of procuring coverage from 
any sensible and well managed company, 
he ceases to be any problem whatsoever. 

Note: The Concord Casualty & Surety 
is a member of the National Bureau of 
Casualty & Surety Underwriters and the 
Surety Association of America. 
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CASUALTY SALES CONGRESS 








Newman, Lawson and Hartley Among 
Speakers To Be Heard In 
Chicago May 4 
With the enlistment of three of the 
five principal speakers plans are rapidly 
taking shape for the fourth annual cas- 
ualty sales congress sponsored by the 
Casualty Field Club of Illinois. This 
event was originated by the local or- 
ganization and its previous efforts have 
been outstanding successes. This year 
the congress will be held on May 4 at 
the La Salle Hotel, with educational pe- 
riods during the morning and afternoon 

and a general luncheon at noon. 
The speakers enlisted as announced 
by Freeman C. Read of the Globe In- 


demnity, chairman of the speakers’ com- ~ 


mittee, follow: Ralph Newman, automo- 
bile department, United States Casualty, 
“Automobile Lines”; Edward C. Lawson, 


Western marine manager, Fireman’s 
Fund, “Inland Marine Lines and Bur- 
glary”; and J. W. Hartley, executive spe- 


cial agent, United States F. & G., Balti- 
mcre, “Liability Lines.” 

The luncheon speaker and the man to 
cover workmen’s compensation, the 
other principal subject, will be announced 
later. 





CRANSTON RUNNING FOR MAYOR 


B. Victor Cranston, resident vice-presi- 
dent and New Jersey manager of the 
Consolidated Indemnity & Insurance, is 
running for mayor on the Democratic 
ticket in his home town, Wood Ridge, 
N. J. Mr. Cranston has been active in 
politics in his county for a number of 
years, 





ENTERS TWO STATES 
The Wolverine, stock automobile com- 
pany of Lansing, Mich., has been licensed 
in Maryland and Delaware. It was re- 
pes admitted to the District of Colum- 
ia. 


DROP CUSTOMS BOND CHANGE 





Federal Bureau After Hearing Surety 
Company Representative Abandons 
Extended Obligation Plan 
The United States Bureau of Customs 
has dropped a suggested plan which 
would have required surety bonds on im- 
ported merchandise with provisions for 
continuing the obligation through to the 
ultimate consignee. The bureau will re- 
vise its bond regulations along other 
lines, J. D. Nevius, general counsel of the 

bureau, has announced. 

Surety company officials had held two 
conferences with the bureau to discuss 
the proposed regulation, how to obtain 
the necessary revenue protection after 
the merchandise has been removed from 
the hands of the nominal consignee or 
customs broker to the control of the ul- 
timate consignee. 

The surety companies at the hearing 
expressed a disinclination to accept the 
additional liability, as it might in some 
instances make the surety liable for an 
unknown principal. They claimed that 
investigating is sufficiently difficult under 
the present provisions. 


APPOINT DILLEHAY & CO. 








Standard Surety Names Little Rock 
Agency as Gen’! Agent for State; 
Substantial Sub-agency Plant 
The Standard Surety & Casualty has 
appointed Dillehay & Co. of Little Rock 
as its general agents for casualty and 
surety lines for the state of Arkansas. 
This agenicy has a substantial sub-agency 
plant but its principal development will 

be in the area of Little Rock. 

As president of the agency Mr. Dille- 
hay has built up a reputation as a pro- 
gressive insurance man in his territory 
over a period of his ten years in the 
business. He will have Standard Surety 
facilities to render complete underwrit- 
ing, claim and inspection service. 

The agency will represent the com- 
pany on all lines with the exception of 
employer’s liability which is not written 
by the Standard Surety in Arkansas. 





Appelgren Review 
(Continued from Page 37) 
ing and one organization for propaganda. 

“An Association of Executives over 
here might possibly be entrusted with 
the task of looking after joint propa- 
ganda, which might find expression in 
joint steps and measures for preventing 
losses, joint publicity and advertising, and 
joint ‘work of instruction on questions 
relating to legislation. 

“What our colleagues under the ex- 
tremely vast and complicated conditions 
and circumstances in the United States 
are in a fair way to accomplish, should 
be much easier to do at home, in one 
state with a small homogeneous popula- 
tion and with a comparatively small num- 
ber of insurance companies. Maybe it 


would not be so very far amiss for 4 
happy solution at home if we tried to 
acquire a little more of that which is 
best in American mentality, of the ‘take 
care of yourself’ and ‘go ahead.’” 
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C. M. Hansen Purchaser 
Of Commonwealth Cas. 


NOT THE INTERNATIONAL RE. 
Los Angeles Company Only Reinsurer; 
Complete Refinancing Under Way; 
Won't Write Bonding Lines 





The news which reached New York 
on Wednesday to the effect that the 
International Reinsurance of Los An- 
geles had purchased a controlling in- 
terest in the Commonwealth Casualty of 
Philadelphia was inaccurate insofar as it 
referred to the International Reinsurance 
as the purchaser. This company, it was 
learned yesterday, has no interest in the 
purchase except as a reinsurer. The 
authority for this statement is Carl M. 
Hansen, president of the International, 
who wired The Eastern Underwriter: 

“The stock control of the Common- 
wealth Casualty has passed to me indi- 
vidually and I will associate with me in 
the purchase a number of my close as- 
sociates in the International, such asso- 
ciates having been closely affiliated with 
me for many years in my various insur- 
ance interests. The present management 
under J. Horace Shale as vice-president 
and general manager will continue. A 
pruning process has already been in ef- 
fect for some nine months during which 
time between one and two million dol- 
lars of undesirable business has been 
eliminated from the company’s portfolio. 

To Raise All Rates To Tariff 


“During the same period and as rapid- 
ly as is practical in the future all rates 
will be raised to tariff on all lines of 
business undertaken. The company will 
write no fidelity and surety business at 
least not for a long time to come but 
will confine its activities strictly to se- 
lected casualty lines in territories where 
it can give 100% service to its agents 
and policyholders. 

“The purchase contemplates complete 
refinancing of the company and placing 
it in the front ranks among the leading 
casualty companies and includes plans for 
merger with another and at present well 
established and successful casualty or- 
ganization as well as additional financing 
with new money. The closest coopera- 
tion with the previous owners will be 
maintained during reconstruction pro- 
gram and as its reinsurer the Interna- 
tional will afford it ample relief until the 
merger and additional financing are 
completed.” 





Darby A. Day’s Plans 


Darby A. Day, back in Chicago after 
fighting a near collapse in health as 
| a result of his strenuous efforts to 
save his fire and casualty companies, 
is reported as saying that he will 
probably return to the life insurance 
field and retire permanently from oth- 
er lines. For years he was one of 
the leading life insurance general 
agents in Chicago and represented the 








Mutual Life and later the Union 
Central. 


BANKERS INDEMNITY CONTEST 


The Bankers Indemnity of Newark 
will make three awards to its agents 
who render the best opinion on “What 
Qualities Would You Feature in Your 
Insurance Trade Paper Advertising ?”. 
May 25 has been set as the closing date 
for all letters on the subject. 








~ BOOKER. & KINNARD SUIT 


Booker & Kinnard, large Louisville 
agency, filed suit in Federal Court at 
Louisville seeking to recover $24,895.50 
plus interest from the Southern Surety. 
guarantors of a deposit in the closed 
Bank of Tennessee, Nashville, a Cald- 
well & Co. affiliation. The petition was 
filed by Woodward, Hamilton & Hobson, 
Louisville insurance litigation lawyers. 


PA. RATING BUREAU BILL 





All Stock Casualty and Surety Cos. 
Would Be Required to Join and 
Live Up to Rules and Rates 
A Pennsylvania Senate Bill No. 590, 
introduced by Senator Norton of Read- 
ing and providing for a rating organiza- 
tion to be known as the Casualty & 
Surety Underwriters’ Bureau of Penn- 
sylvania, attracted attention this week 
among members of the National Bureau 
of Casualty & Surety Underwriters. It 
is now pending in the State Senate. 
Whether it succeeds or not its provi- 


sions set up a rating bureau much the 
same as the National Bureau. All stock 
casualty and surety companies are re- 
quired to be members; mutuals may come 
in if they so desire. 

Specifically this Bureau would classify 
risks, establish underwriting rules and 
premium rates, subject to the supervi- 
sion, examination and approval of the 
insurance commissioner: Expenses would 
be shared in proportion to the gross 
premiums received in the state during 
the preceding year. Further provision 
is made that “the bureau must compile 
rates and rules on an equitable and im- 
partial basis and that the rates estab- 





lished must be such as to yield sufficient 
income to pay all losses, expenses and 
yield a reasonable profit.” 

Another provision is to the effect that 
failure to live up to the rules and rates 
will mean revocation of authority to do 
business in the state. 





STARTS IN BUSINESS 


Edward C. Woodruff, connec‘ed with 
the Stanton Co., has severed his con- 
nection with the firm and opened an 
office in Montclair, N. J., where he will 
conduct a general insurance-real estate 
business. 





In SURETYSHIP as in LAW 








S 


PECIALIZATION COUNTS 





OU go to a lawyer for legal advice, for you know he has made a 
special study of that subject. And when it’s a question of litiga- 
tion, you want an experienced lawyer—one who “knows his stuff” —to 
handle the case for you. 


Good surety underwriters, like good lawyers, are not made over 
night. Particularly are many years of practical experience required 
before a surety underwriter reaches that point in his development 
where he can make acceptable underwriting propositions out of cases 
which at first appear hopeless, thereby saving premiums for his com- 
pany and commissions for the agents. 


The abilty to do that very thing is one of the outstanding charac- 
teristics of the FxD’s underwriters, and because of it the FaD’s repre- 
sentatives frequently are able te obtain business where other surety 
agents cannot. Furthermore, the specialized knowledge and experi- 
ence of the FxD’s home office and field officials enable them to act 
with unusual promptness and authority in connection with all manner 
of bonding propositions. 


Ask any Fe D agent--he'll tell you it pays to represent the Fé D. 


FIDELEFY AND DEPOSI! 


COMPANY OF MARYLAND 
BALTIMORE 


Fidelity and 
Surety Bonds 








Burglary and 
Plate Glass 
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Goodwin Speaks His 
Mind to Phila. Agents 


RAPS AUTO RATE CUTTING COS. 





Nat’! Association President Gives Both 
Company and Agent’s Side to Com- 
pensation Insurance Problem 





‘Sincerely and fairly did Percy H. 
Goodwin, president, National Association 
of Insurance Agents, discuss the agent’s 
side and then the company’s to both 
the workmen’s compensation and auto- 
mobile liability problems at a meeting 
of the Philadelphia Agents’ Association 
Monday night. One of his chief points 
was that the compensation business must 
be put on a better basis or the stock 
companies will cease writing it.. He 
touched upon the situation of a few 
months ago when the National Bureau 
of Casualty & Surety Underwriters 
sought a material reduction in commis- 
sions on larger compensation risks. He 
explained: “The bureau did not carry out 
its plans without a consultation with 
the producers, and for their attitude, I 
believe, we owe its members a sincere 
vote of thanks.” 

Disregarding all ideas of profit from 
either the company or agency standpoint 
Mr. Goodwin declared that it is certain 
that the compensation business cannot be 
conducted by the companies on the same 
basis as during the past few years. In 
certain states they have asked for in- 
creases in the rates and have met with 
opposition by the agents. This, in his 
opinion, is wrong. “If the companies by 
reason of their experience decide that an 
increase in rates is necessary I think 
they are entitled to the full support of 
their agents in aiding them to secure 
such an increase.” 

Mr. Goodwin saw many widely diversi- 
fied angles to the situation and summed 
up by saying: “Something must be done. 
The agent who writes small risks only 
should not turn a deaf ear to the pro- 
ducers of large premiums. On the other 
hand, the producers of the big premiums 
must appreciate that they must lend their 
assistance to the companies ‘in their pres- 
ent dilemma.” 

In discussing automobile liability in 
which line, he said, losses are growing 
by leaps and bounds, Mr. Goodwin said 
regretfully that some agents were try- 
ing to beat the game by placing their 
business in cut rate companies, a prac- 
tice he considered “fraught with dan- 
ger.” He concluded with the admoni- 
tion: “We must not see the penny be- 
fore our eyes today and overlook the 
dollar in the distance.” 





NO INDICTMENTS RETURNED 





February Term Grand Jury in St. Louis 
Safe Deposit Robbery Case Ended; 
Myers Bord Dismissed 
No evidence on which to return in- 
dictthents was found by the February 
term grand jury of the St. Louis Circuit 
Court for criminal causes in connection 
with the recovery of the $822,000 in se- 
curities stolen last May from the safety 
deposit vault of the Grand National 
sank. This jury before passing out of 
existence last week recommended that 
the investigation be continued by the 

next grand jury. 

In the Court of Criminal Correction on 
April 4 Circuit Attorney Franklin Miller 
dismissed the $10,000 bond furnished by 
Emmett M. Myers, resident vice-presi- 
dent, Fidelity & Deposit, to answer any 
charge that might be filed against him 
in connection with the recovery of the 
stolen bonds. 





NO “HORSE THIEF CO.” ACTION 
The Indiana House of Representatives 
has killed by indefinite postponement a 
bill to prevent the horse thief protective 
associations from selling insurance. These 
associations, organized under a 1907 law, 
have carried on many mutual insurance 
activities under horse thief charters. 


Insurance Angles To 
Kansas Plane Crash 
LIABILITY AND P. D. LIMIT $300,000 


Covered in Travelers; U. S. Aviation 
Underwriters Had Crash and Com- 
pensation; Its Loss Small 








The aircraft insurance coverage on the 
ill-fated airplane of the Transcontinental 
& Western Air Express, Inc., whose 
crash last week in Kansas resulted in 
the death of Knute Ro¢kne, famed foot- 
ball coach, was very much of a topic of 
conversation this week. Daily newspa- 
pers gave lots of publicity to the fact 
saying that the plane was covered by 
liability insurance up to a maximum of 
$300,000 and that the Travelers had the 
public liability, passenger liability and 
property damage. Until an investigation 
being made by that company is complet- 
ed no news will be forthcoming as to the 
extent of its liability. 

The crash insurance and compensation 
line on the plane was written by the 
United States Aviation Underwriters. It 
was learned from that office this week 
that its loss would be negligible. The 
value of the plane if new would have 
been $50,000, depreciating in value from 
25% to 331-3% for each year since its 
manufacture. 

It is accurate that the Transcontinental 
& Western Air Express was self-insurer 
up to a certain amount. 





Nat’! Bureau Promotions 

Cornelius G. Van Der Feen suc- 
ceeds the late Marcus Meltzer as chief 
statistician of the National Bureau of 
Casualty & Surety Underwriters. A 
statistician by training, Mr. Van Der 
Feen was deputy comptroller of the 
New York Indemnity before joining 
the bureau fifteen months ago. »Be- 
fore that he held a similar post, with 
the Motor Vehicle Bonding Pool. He 
is a Canadian-and served with the 
British army overseas. 

Another promotion in bureau ranks 
is that of E, A. Bantel, purchasing 
agent, to fill the position of super- 
visor and office manager vacated by 
Mr. Van Der Feen. In the organ- 
ization since 1914, Mr. Bantel organ- 
ized the purchasing and supply de- 
partment in the original Workmen's 
Compensation Service Bureau.” This 
department in the National Bureau 
has handled as high as thirty-threc 
tons of outgoing mail in a week. 

In line with the established consol- 
idating policy of the bureau the sta- 
tistical department hereafter will be 
administered as a subdivision of the 
actuarial division in charge of C. J. 
Haugh. The entire work will be un- 
der Associate General Manager Wil- 
liam Leslie. 











AMENDMENTS PASS ASSEMBLY 





Section 109 Changes Now Before N. Y. 
Governor; Overcome Brustein 
Decision 


The New York Assembly on Wednes- 
day concurred in the amendments made 
in the Senate to the Cohen bill relative 
to definition of bodily injuries and loss 
of services in sectiore 109 of the insur- 
ance law and the bill now goes to the 
governor. 

This is the amendment offered to over- 
come the Brustein vs, New Amsterdam 
Casualty decision. 





NOT LIABLE FOR ARM 

T. M. Carr, who lost an arm in an 
auto accident while driving his truck to 
work in the morning, is not entitled to 
compensation from the State of Vir- 
ginia, with which he had a contract to 
haul gravel, the state industrial com- 
mission has ruled. It was held that 
under the contract terms his work did 
not begin until he reached the gravel 
pit where he received his loads. 


Hoover Dam Commission Fight 
Puzzles San Francisco Surety Men 


A dispatch from San Francisco indi- 
cates that surety underwriters there were 
in ignorance of the recent statements 
credited to Percy H. Goodwin, presi- 
dent, National Association of Insurance 
Agents, on the Hoover Dam commission 
controversy. In the opinion of the San 
Francisco bonding men the agents had 


nothing to do with underwriting of the 
bond, all the preliminaries and details 
incident to it having been carried on by 
company officials. 


The signing of the bond a few weeks 
ago by representatives of the twenty- 
two companies co-operating was made 
quite a ceremony, The scene was the lo- 
cal Chamber of Commerce Building, both 
newspaper men, and photographers were 
on hand, and the Six Companies, Inc, 
the contractors, was represented by 
President W. H. Wattis. Because of the 
size of the bond and the scope of the 
project daily and insurance papers on the 
coast gave the event considerable pub- 
licity under the general heading of 
“When Surety History Was Written.” 





N. Y. INDEMNITY GAINS 


The New York Indemnity, member of 
the Insurance Securities group, had a 
$4,009 underwriting profit in February 
compared-with a loss in the same month 
last year of $41,807. Profits for the first 
two months of 1931 were $8,950 against 
a loss of $198,982 last year. 





CHICAGO SURETY DINNER 


The Chicago Surety Underwriters’ As- 
sociation will have a dinner meeting on 
April 16. 





Reclaiming Business 


(Continued from Page 33) 
line of insurance on the hotel was can- 
celed by the owner, short rate, and the 
business turned over to the committee 
for the local board. 

No. 5—Another city about the same 
size with about the same sized local 
board. A large department store, owned 
by a company owning several depart- 
ment stores in different cities. All in- 
surance was handled by a broker in an 
adjoining large city. The committee 
waited upon the owner, with the same 
results as above, and I might state that 
in no other city where this same com- 
pany owns department stores did the lo- 
cal board operate on a local board place- 
ment plan and in these cities the insur- 
ance is still written by the large city 
broker. 

No. 6—A city of about twenty-five 


thousand. The local board, when they 
started the plan, had seven members. 
Now they have about forty. To recite 


the number of lines that the agents have 
recovered from mutuals, reciprocals, and 
out-of-town placements would take quite 
a paper in itself, so I can only say that 
their commission to the local board on 
business on which not a single agent had 
had a policy for a year prior to their 
starting the local board placement meth- 
od amounted in about five months to 
more than ten thousand dollars. 

No. 7—A city of about one hundred 
and twenty-five thousand population. Lo- 
cal board members, at the start, about 
twenty-five. Now, I might say that every 
insurance agent in that city, big and lit- 
tle, belongs to the local board. They 
have recovered innumerable lines, in- 
cluding one fleet of automobiles scattered 
throughout an entire state and produc- 
ing a premium of about eight thousand 
dollars. This fleet was formerly written 
at cut-rates in a reciprocal, and [ under- 
stand it is now written at proper rates 
in a conference company.” 

Must Service Lives 

Continuing, Mr. Goodwin said: 

“When planning a committee to serv- 
ice some one garticular line, it is desir- 
able to keep this same committee in con- 
tact with the assured, year in and year 
out, if possible, making as few changes 
on the personnel of the committee as 
possible. 

“Do not overlook the fact that any 
lines taken over under local board place- 
ment must be properly looked after and 
properly serviced, Appoint the best com- 
mittees you can to service these lines 
and see that they are serviced.” 


DEININGER ON HONOR ROLL 


E. J. Deininger, one of the best known 
and largest of personal producers of fire 
and casualty business in Reading, Pa, 
and who represents the Aetna Casualty 
& Surety through the Essick & Barr 
agency, stands eighteenth in accident and 
health volume on the Aetna Life coun- 
try-wide honor roll of more than forty 
agents for January and February. For 
1930 he ranked eleventh. 


eee. OF THE OWNERSHIP, MAN- 

GEMENT, CIRCULATION, ETC: RE- 

QUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 


Of The Eastern pany ay 9 “ee weekly 
at New York, N. for April 1 i= 

State of New Yor. b. --ga- 

County of New York § 2 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
W. L. Hadley, who, having been duly sworn 
according to law, deposes and says that he is 
the business manager of The Lastern Under- 
writer and that the following is, to the best of 
his knowledge and belief, a true statement of 
the ownership, management (and if a daily pa- 
per, the circulation, etc., of the aforesaid pub- 
lication for the date shown in the above cap- 
tion, required by the Act of August 24, 1912, 
embodied in section 411, Postal Laws and Regu: 
lations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and business 
managers are: 

Publisher, The Eastern Underwriter Company, 
110 Fulton Street, New York, N. Y. 

Editor, Cla:ence Axman, 25 East 86th Street, 
New York, N. 

Managing Editor, Jerome Philp, Hotel Mon- 
tague, brooklyn, N. 

Susiness Manager, Ww. L. Hadiey, 1111 Put- 
nam Avenue, Plainheld, N. 

2. ‘That the owner is: (lf owned by a corpo- 
ration, its name and address must be stated 
and also immediately thereunder the names and 
audresses of stockholders owning or holding one 
pes cent. or more of total amount of stock. 
4t not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a firm, company, or other 
unincorporated concern, its name and address, 
as well as those of each individual member, 
must be given.) 

ihe Eastern Underwriter Company, 110 Fulton 
Street, New York, ¥. 
vie ne Axman, 25 East 86th Street, New 

ork 
‘ = = Hadley, 1111 Putnam Avenue, Plain- 
el 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding | 
per cent. or more of total amount of bonds, 
mortgages, or other securities are: None. 

4. That the two paragraphs next above, giv- 
ing the names of the owncrs, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as they 
appear upon the books of the company but 
also, in cases where the stockholder or/security 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; also 
that the said two paragraphs contain statements 
embracing affiant’s full knowledge and _ belief 
as to the circumstances and conditions under 
which stockholders and security holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a ca 
pacity other than that of a bona fide owner; 
and this affiant has no reason to believe that 
any person, association, or corporation has any 
interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by 
him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the six months preceding the 
date shown above is. (This information is re- 
quired from daily publications only.) 

The Eastern Underwriter Company, 





Hadley, Business Manager. 

Sworn to and subscribed before me this 30th 
day of March, 1931. 

(Seal) Thomas Stack. 
Notary Public, Queens County. 
Queens County Clerk’s No. 1733. 
Queens County Register’s No. 1759. 
Certificate filed in New York County. 
Clerk’s No. 268, Register’s No. 28272. 


Commission expires March 30, 1932. 
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